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--- that’s why Gallun’s 
i Clyde Calf is the leather 
that sells your shoes 
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Leisurely elegance calls the tune for this handsome casual. And the 


REPS have nee 


finishing touch to distinctive craftsmanship is added by 
chrome-tanned Clyde Calf — with its deep, rich color. . . its mellow 
finish . . . its ever-so-subtle hint of grain. 
Footwear fashioned of this plump, full-bodied tannage is 
wonderfully soft and pliable and, yet, it holds its shape 
keeps shoes good-looking longer. 
When you sell the quiet elegance that’s inherent in all the famous 
Gallun tannages, you build a loyal customer following that comes 
back to you again and again. So check the Gallun numbers in your 
orders to leading manufacturers — and you can tell your customer 
with pride that you're fitting him with a Gallun leather. It's a real selling — 
point. A. F. Gallun & Sons Corporation, Tanners, Milwaukee, Wisconsin 
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OTHER FAMOUS GALLUN TANNAGES 


Norwegion Colf 
bearded groin 


Normandie Calf - 


boarded, glared 





Cretan Calf 


smooth but not glared 








We hope that this is the sort of 
Christmas you have often dreamed of 


....a Christmas of many pleasant 


memories ....a very merry holiday 


that will be a harbinger of 
the Happy New Year to come 


L. H. LINCOLN & SON, INC. 


COUDERSPORT, PENNA. 
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A GOOD OPERATOR 2%’ DESERVES THE BEST ! 


i 
| 
{ 
{ 


Kantstrand Braided, that is! 

And when you give a good operator the best 
—Kantstrand—he’ll give you the best. He'll 
give you shoes that are smart, presentable, 
and longer wearing as well. 





And he’ll give you faster production, too, 
for Kantstrand is uniform—smooth—strong— 
fast running. It’s a good operator’s thread, 
especially engineered to run fast and tight— 
to resist stranding, fraying, ravelling—to re- 
duce stoppage and re-working. And that makes 
it more economical than threads that might 
cost less per pound. 


Let us send you a sample! 


BARBOUR’S THREADS—Sinew «+ International and Thread Lasting Linen Threads ¢ Backseam “Closing” Linen 
Kantstrand and Pioneer Braided * Nylon « Red Hand «+ Littleway « Thread Lasting Cotton « Shurseam ¢ Supertite 
Liberty *« Gold Medal « Queen « Castle and Passaic « Ready Wound Bobbins for Littleway and Goodyear Stitchers 
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EDITORIAL 

















HE important question on every- 

one’s mind; what's going to hap- 
pen to shoe and leather business next 
year? Such questions, of course, 
have no answers. The last infallible 
prophet visited us 2,000 years ago. 

However, the next most important 
question is: what do the industry’s 
executives think is going to happen 
to shoe and leather business next 
year. And to that there are positive 
answers. These answers are based 
on LEATHER AND SHOES’ annual poll 
of all branches of the industry on 
the outlook for the forthcoming year. 
Last year we polled 2,800 industry 
executives. This year we added 500, 
brought the total up to 3,200. Out 
of this has come a crystallization of 
the perspectives, the planning, the 
shaping up for the year ahead. 

No poll, of course, no matter how 
accurate or expertly conducted, is 
ever 100 percent precise. But no 
respectable poll ever professes such 
precision. Moreover, no poll should 
ever be interpreted as a “prediction” 
of things to come. 


One Purpose 

A reliable poll professes only one 
purpose: to present a guide of the 
thinking of a given group of people 
on a given subject. Such is the 
purpose of LeatHer AND SHOES’ 
“Forecast for °53.” 

But we contend that a poll achiev. 
ing this purpose makes a significant 
contribution for this reason. As a 
man thinks, so does he act. Every 
deed or plan or program of action 
starts first with an arrangement of 
thinking in a man’s mind. A shoe 
retailer, for example, who thinks that 
business for the coming season will 
be good will buy more than if he 
thinks the season will be poor. A 
shoe manufacturer who thinks that 
leather prices will rise in future weeks 


6 


will increase his leather inventory 
earlier at the lower prices. 

That our markets and business are 
governed by the law of supply and 
demand is only a half truth. They 
are governed with equal authority 
by what might be termed the “law 
of perspective.” Call it “mood” or 
“thinking” or “outlook.” It all adds 
up to the same thing. Man is born 
with an unshakable trait of trying 
to read his own future, of trying to 
make out shapes through the fog 
ahead. All of us come up with our 
own interpretations — and we plan 
our own course on the basis of these 
“interpretations.” When we prove 
to be right, we take undue pride in 
our intuitive powers, in our canny 
abilities. When we prove to be 
wrong, we unhesitantly blame some- 
thing we call “the unexpected turn 
of events” which nobody was ex- 
pected to include in his interpreta- 
tions in the first place. 

Nevertheless, this is how fortunes 
are made and lost. It is an ever- 
present force contributing to a suc- 
cess or a failure in any given instant. 
This is not at all to say that men are 
incapable of giving a fairly accurate 
“reading” of a short-term future. 
Some men are uncannily consistent 
in their success at this. 

However, this isn’t to be confused 
with fortune-telling or intuition or 
any other abstractions. If you have 
a group of tangible things which you 
are sure tend to act in a certain way 
under given conditions, then it is 
likely that the outcome will be pretty 
close to what you anticipate. 

If, for example, we have a war 
we automatically have an extremely 
heavy demand for the goods and 
services required to operate a war. 
Thus, an economy under such con- 
ditions can be expected to operate in 
a certain way, excluding the details. 


LEATHER and SHOES 


Likewise under a given group of eco- 
nomic conditions in peacetime. It is 
simply the law of cause and effect. 
A known cause will create a known 
effect. A woman walking into a shoe 
store is a sign that in great likelihood 
she will walk out later with a pur- 
chased pair of shoes. 

Unfortunately, interpreting broadet 
economic conditions or forces isn't 
as simple as that. Nevertheless, the 
principle applies. If one known 
thing happens or has happened, you 
have every right to expect that be- 
cause of it another think is likely. 

The difficulty lies in the fact that 
there are a large number of these 
“things” in motion at the same time. 
And when they are mixed together 
they may form one of several com- 
pounds—each a little bit different in 
nature than the other. Therefore, 
the trick is to see if you can guess 
which compound is going to result 
when all of these forces are mixed 
in a common pot. 


Unexpected Events 

Also, there is always the possibility 
that some little gremlin will come 
along and toss an ingredient into the 
pot that the economic chef never 
figured on—~—thus creating a com- 
pound that wasn’t at all in the plan- 
ning. This we resignedly call “the 
unexpected turn of events.” 

But if you look at it hard in the 
eye, here you will find one of the most 
influential forces in civilization. It 
applies with particular emphasis to the 
operation of a business and the course 
of an industry. 

What does a man think about the 
year ahead? The answers. especially 
when integrated into a unit, we be- 
lieve have enormous influence upon 
the direction that will tend to be taken 
in the period ahead. And hence the 
reason for our “Forecast for °53.” 
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Production 

1. How do you see 1953 production 
Jor yeur particular type and price 
range of shoes: higher, lower or 
about the same as 19527 

Higher, 48, ; lower, 
change, 30%. 

Almost half of the men’s producers 
see a 5-10¢, increase in output for 
the coming year. The output for 
1952 was approximately 7(~ below 
1951, or approximately 7,000,000 
This was due chiefly to a cut 
in military shoe orders of about 
10,000,000 pairs or more. Civilian 
output was slightly above 1951. How- 
ever, whereas all other branches of 
the industry showed a rise in output 
for 1952, and men’s did not, these 
men’s manufacturers believe that 
1953 is due to show an overdue in- 
crease, For the first half of 1953, 
63°, of these producers expect an 
output 15-20°, over the 
same period of last year, with only 
For the second 


164%; no 


pairs. 


boost of 


7‘, seeing a drop. 
half, 49°7 see an improvement over 
the second half of °52, with 25° ex- 
pecting a decline of 8-12. 


Over-Production 
2. Do you think that the industry 
has over-produced in 1952? 
Yes, 30%: 
One good comment: “Had 1951 
been a normal production year fol- 
lowing the high output of 1950, then 
most certainly our high 1952 output 
would have been too high. But there 
was a nine-month lull in 1951 shoe 
output when retail inventories were 
whittled to below-normal levels—and 
right into 1952, too. So the 1952 
output was justified to meet current 
sales (which were only normal) and 
to bring retail stocks up to normal. 
I believe we're starting 1953 on an 
even keel, with normal levels of retail 
ready for normal 


no, iO%%. 


inventories con- 
sumer buying.” 

a. Will the high 1952 shoe output 
result in a slow-up of production in 
1953? 

Yes, 35%; 

Several who said “yes” qualified it 
by stating that a “slow-up” didn’t 
necessarily mean recession. If we 
10 million pairs in 
amount would be 


no, OO ¢. 


over-produced 
1952, that same 


sliced off the normal output of 1953. 
to bring 1953 estimated production 
to about 490 instead of 500 million 
pairs. Most, however, felt that the 
high 1952 output simply brought in- 
ventories up to a normal level where 
the good sales prospects for the first 
half of 1953 could be met adequately. 


Sales 
3. How do you see 1953 sales for 
your particular type and price range 
of shoes—higher, lower or about the 
same as 1952? 
Higher, 36‘; 
change, 50%. 
More than a third expect the year 
to average out with about 5-12 
higher prices, though 14] see a 
slight drop of 3-547. For the first 
half of the year, 64°7 expect higher 
prices, with only 7(7 seeing a decline. 
The higher prices due almost wholly 
to higher leather prices, as was fre- 
quently mentioned. For the second 
half. 54°, see higher prices, while 
23', expect them to be lower, and 
23°, see no change. 


lower, 144: no 


(Concluded on Page 98) 
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Our thanks again goes 
out to pou 


“For friendship shown in °52. 


And now our wish is that 
you ll see 


ust happy days in '53. 


KORN LEATHER CO. 


nd split leathers 


TANNERY and GENERAL OFFICES PEABODY, MASS. 
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Production 

1. How do you see 1953 produc- 
tion for your particular type and 
price range of shoes: higher, lower 
or about the same as 1952? 

Higher, 59°, : lower, 11%; no 
change, 30%. 

The majority believes the rise will 
amount to 10-12(, over the year, 
while the “lower” group sees a reduc- 
tion of 5-70. Most (7247) expect 
the rise to occur mainly in the first 
half of the year, with only 27 seeing 
a decline in this period, and 26% 
expecting no change. For the second 
half, however, a shift occurs in the 
forecast, with only 45‘, expecting a 
rise, 84, seeing a decline. and 47°, 
anticipating no change. 

Over-Production 

2. Do you think that the industry 
has over-produced in 1952? 

Yes, 29%; no, 71%. 

Estimated women’s shoe output for 
1952 is about 14% or some 30,000.- 
000 pairs above 1951, a heavy in- 
crease. Despite this, nearly three- 
fourths of these producers feel that 
there has been no over-production. 


Do you believe that the high shoe 
output of 1952 will result in a 
production slowup in 1953? 
Yes, 31%: no, 69%. 

Sales 

3. Do you see 1953 sales of your 
particular type and price range of 
shoes as higher, lower or about the 
same as 1952? 

Higher, 64%: 
change, 26%. 

A distinct contrast in optimism as 
compared with the poll results of this 
group last year, when only 31% ex- 
pected higher sales for the year 
ahead, and 60% saw no change in 
view. For 1953, the majority is look- 
ing forward to a sales rise of 7-12%. 
Even more optimism is expressed for 
the first half of the year, when 72% 
feel a 12-18; sales increase is due 
over the same period of 1952. 


lower, 10°: no 


Prices 
4. Do you see 1953 prices of your 
particular type and grade of shoes 
averaging higher, lower or about the 
same as 1952? 


Higher, 60°); lower, 124.; no 
change, 28%. 

The poll, conducted at a time of 
rising hide and leather prices, no 
doubt inflicted some pessimism about 
prices for the coming year, especially 
with continued good demand seen 
for the next two-three months. The 
majority expects a price rise of about 
5% averaging over the year. 

5. As compared with 1952, do you 
think next year’s costs will be higher, 
lower or about the same? 

Higher, 62‘; : 
change, 35%. 

Labor, overhead and materials, in 
that order, will be responsible for 
chief cost rises. The general rise will 
be small, however — 4-5%. 

Materials: 66% say higher; 2; 
say lower; 32% no change. 

Supplies: 47% say higher; 4°, 
say lower: 49% no change. 


lower, 3%: no 


Labor: 77% expect higher; 4°; 
say lower; 19% expect no change. 
Overhead: 67% expect higher: 
none expects lower: 33% no change. 


(Concluded on Page 99) 
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AVON TRU-STANCE GOLF SOLES 


are specially made for that market 


e Waterproof — sturdy —comfortable 
@ Spike sockets molded in 

@ Cannot curl or crack 

@ Spikes stay straight 


e Wearer never feels the spikes 
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AVON SOLE COMPANY 
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makers of AVONITE, AVON DU-FLEX ond CUSH-N-CREPE SOLES 
FOR FORTY-TWO YEARS SPECIALISTS IN FINE SOLE MATERIALS 
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Leather And Shoes’ 
FORECAST FOR '53 


Production 

1. How do you see 1953 produc- 
tion for your particular type and 
price range of shoes: higher, lower 
or about the same as 1952? , | 

Higher, 43%; lower, 5%; no 
change, 52%. 

Nearly half expect a production in- 
crease averaging about 5-8% for 
1953. Even with the high boost in 
juvenile footwear output for 1952, 
optimism continues high. For ex- 
ample, 1952 showed a rise in boys’ 
and youths’ shoes of about 27%; for 
misses’ and children’s about 15%; 
for babies’ and infants’, around 6%. 
Much of this, of course, was to fill 
low inventories. Some 55% of these 
producers expect a 7-12% output rise 
in the first half (none sees a decline 
in this period), while only 33% see 
the second half as better than the 
same period of 1952, 9% expect it 
to be lower, and 59% look for no 
change. 


Over-Production 

2. Do you think that the industry 
has over-produced in 1952? 

Yes, 20%; no, 80%. 

A pretty emphatic affidavit for the 

no’s. 

a. Do you believe that the high 
level of 1952 output will result in a 
production slowdown for 1953? 

Yes, 18%; no, 82%. 

Several comments converged on a 
significant issue, typified by one 
statement: “We didn’t produce so 
much for increased retail sales in 
1952 as we did for inventories. 

Sales 

3. Do you see 1953 sales of your 
particular type and price of shoes 
as higher, lower or about the same 
as 1952? 

Higher, 44%; 
change, 57%. 

Surely no pessimism here. Sales 
increases of 5-7% are anticipated. 
Most say it will be chalked up—that 
is, the increase—in the first half of 


lower, 3%; no 


the year, with the second half hold- 
ing its own pretty much with the 
same period of 1952. 


Prices 

4. Do you see 1953 prices of your 
particular type and grade of shoes 
averaging higher, lower or about the 
same as 1952? 

Higher, 26%; 
change, 74%. 

The one-fourth seeing higher prices 
expect these rises to average about 
3-5% over the year. However, 40% 
believe price rises will occur during 
the first half, with 57% expecting no 
change. In the second half, 32% 
see a price boost in view, though 61% 
anticipate no change. 


lower, none; no 


Costs 
5. As compared with 1952, do you 
think next year’s costs will be higher, 
lower or about the same? 
Higher, 59%; lower, 1%; no 
change, 40%. 
(Concluded on Page 100) 
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TAKE THE BREAKS OUT i TAKE THE STOPS OUT 
of your thread i of your machines 








TAKE THE BITE OUT 
of your labor costs 


iA ALO ASL GE ORM AN NAN sa AR: CEERI eR oi 


Stop piling up shoe 
“cripples”—start using NYMO. 
A bonded nylon, with an exclusive 


non-twist Monocord construction, 





it has the strength to stand up when 
the last is pulled...the extra resiliency 
to form a smooth, secure closing seam. Super-flex 
NYMO won't rupture in shoe usage, either. ..longer-lived, 
it’s made to resist abrasion and thread rot due to tanning acids and 


ONE AOMORI op , FOR FURTHER 
perspiration. A change to NYMO is a change for the better: ios ECONOMY... 
ready wound 
bobbins of 
NYMO are 
available in most 


SEW IT.. * sizes and styles. 


STRENGTHEN IT... ) 


STYLE IT WITH BELDI NG ifs) 
CORTICELLI NYMO THREAD FOR SHOEMAKING 


1407 BROADWAY, NEW YORK 18, NEW YORK 
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Leather And Shoes’ 


FORECAST FOR '53 


Production 

1. How do you see 1953 produc- 
tion for your particular type and 
price range of shoes: higher, lower 
or about the same as 1952? 

Higher, 32%: lower, none; no 
change, 68%. 

This group consists of makers of 
slippers, cowboy rubber- 
canvas, athletic footwear, hiking and 
hunting boots, etc. General feeling 
is one of reserved optimism, nothing 
runaway. Last year 44% of this 
group anticipated higher output for 
1952——and the result was actually a 
5‘ rise in production. Those citing 
a rise again for 1953 say it will 
amount to 7-10 percent, though two- 
thirds expect no change. 


boots. 


Over-Production 

2. Do you believe the industry 
has over-produced in 1952? 

Yes, 22°; no, 78%. 

The story is pretty much the same 
as with the other footwear groups: 
that inventories were in dire need of 
refueling during 1952. 


a. Do you believe that the high 
level of 1952 output will cause any 
slowdown in 1953 output? 

Yes, 30%; no, 70%. 


Sales 

3. Do you see 1953 sales of your 
particular type and price range of 
shoes as higher, lower or about the 
same as for 1952? 

Higher, 38; 
change, 62%. 

This was pretty close to last year’s 
vote among this group, when 44% 
said sales would be higher, none fig- 
ured on a decline, and 56% expected 
no change. For 1953, the 38% ex- 
pect a rise of 5-10°% in sales. This 
will apply mostly to the first half of 
the year, while for the second half 
only 22% see a rise, with 78% ex- 
pecting no change. 


lower. none: no 


Prices 
4. Do you see 1953 prices of your 
particular type and grade of footwear 
averaging higher, lower or about the 
same as 1952? 





Higher, 25%; lower, 13%; no 
change, 62%. 

This typifies the general feeling in 
the industry that prices have firmed 
up and stabilized somewhat. For 
example, in last year’s poll, fully 66% 
expected lower prices, as against only 
7% anticipated rises—quite a con- 
trast with this year. For 1953, the 
one-fourth see a year’s rise of 7-10%. 
while the 13% in the “lower” group 
expects a 5-10% decline. 


Costs 

5. As compared with 1952, do you 
think next year’s costs will be higher, 
lower or about the same? 

Higher, 35%; 
change, 63%. 

Another indication of the feeling 
that the cost-price structure has 
firmed up. In last year’s poll 23% 
of this group expected lower costs. 
as against only 2% this year, and 
only 46% figured that there’d be no 
change in costs, as against 63° this 
year. 


lower, 24%: no 


(Concluded on Page 102) 
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« «- YES THAT’S WHAT WE 
SAY--NO CLUTCH! 





Because the Stehling Hydraulic 
Fleshing Machine opens and _ closes 
hydraulically, the clutch and many 
working parts have been eliminated to 
provide smoother, faster operation, 
greater and more satisfactory produc- 
tion. 


No adjustments are required on the 
hydraulic combination and when in 
open position 7'/, inches are available 
to throw in leather. Just think what 
that means in increased volume and 
efficiency! 


q/ ominey « - 
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Stehling Hydraulic Fleshing Machine 


Used for fleshing calf skins, sides and 
upper leather; heavy sides, used for 
harness, sole or belting; bellies; shoul- 
ders; horse fronts, etc. The Stehling 
Hydraulic Fleshing Machine is your 
kind of fleshing machine. Its develop- 


ment is the result of intensive study 
of your problems. Its installation in 
your tannery will mean a long stride 
in the direction of the solution of 
your problems. 


Write for the facts today! 


CHAS.H.STEHLING CO. 


1303 NORTH FOURTH ST., MILWAUKEE 12, WIS. 
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FORECAST FOR '53 
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General Business 

1. How do you see general busi- 
ness conditions for 1953 — better, 
poorer or about the same as 1952? 

Better, %; poorer, 25%; no 
change, 27%. 

Those voting “better” believe the 
improvement will amount to 8-15%, 
while those voting “poorer” see a 
decline of 5-10 percent. The ma- 
jority (72%), however, believe that 
the first half of the year will chalk 
up most of the increase in business. 
(Only 4% see the first half as lower.) 
In the second half of the year, how- 
ever, a decline of 10-15 percent is 
expected by 34% of those voting, 
while only 25 percent see the second 
half showing an increase. 


Production 

2. How do you see production 
for your type of leathers for 1953— 
higher, lower or about the same as 
1952? 

Higher, 58%; lower, 21%; no 
change, 21%. 

The “higher” group expects an in- 
creased output of 7-15%, while the 


“lower” group sees a drop of 5-15%. 
The first half of the year, according 
to 73%, is where the big increase 
will be made—10-209%—in output 
(only 3% see the first half as lower 
than the same period of 1952.) How- 
ever, only 37% see a better second 
half—by 5-15%%, while 35% see the 
second half falling off by 10-15%. 


Sales 

3. How do you see your sales for 
1953 — higher, lower or about the 
same as 1952? 

Higher, 60%; lower, 13%; no 
change, 27%. 

The majority expect a 7-10% sales 
increase for the year, while 13% see 
a falling off of sales by 10-12%. Only 
4%, however, see a decline during 
the first half, while a whopping 77% 
see the first half—by 10-20%. For 
the second half, 45% say there'll be 
an increase of 5-7%, while 20% see 
a fall of 10-15%. Incidentally, in 
last year’s forecast, 59% (only 1% 
below this year’s vote) said they 
thought sales would be higher for 
1952. 


ealhers 


Prices 

4. How do you see your own 
prices for 1953 — higher, lower or 
about the same as 1952? 

Higher, 62%; lower, none; no 
change, 38%. 

The majority believes prices for 
the year will average 7-12% higher. 
None saw a lower price level. Some 
71% expect higher prices for the first 
half (up 8-15%), while 61% _be- 
lieves the second half will also show 
an increase—about 5-10% up. Most 
frequent comment: “Leather prices, 
except for the last quarter, were 
too low all through 1952. A 5-15% 
boost (depending upon the type of 
leather) will bring prices more in 
line with costs and delivering a small 
but fair profit.” 


Profits 

5. For the coming year do you 
foresee your net profits as higher, 
lower or about the same as 1952? 

Higher, 48%; lower, 17%; no 
change, 35%. 

This year’s vote is quite different 

(Concluded on Page 103) 
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CARR 
LEATHER 
COMPANY 


183 ESSEX ST., BOSTON, MASS. 
Tanneries at Peabody. 
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Leather And Shoes’ 


FORECAST FOR '53 


General Business 


1. How do you see general busi- 
ness conditions for 1953 
lower or about the same as 19527 


Better, 39%: lower, 18%; 


change, 43%. 


Those voting “better” believe the 
year will show a 5-8 rise in general 
business, while those voting “lower” 
believe the decline will amount to 
3-7°%. However, 68° % expect the first 
half of the year will show a real gain 

10-15°7, while only four percent 
see a drop. For the second half, how- 
ever, there’s a shift, with 49°% seeing 
a decline of about 5%, with only 
21°% seeing an increase averaging 5- 
8%. Some 43°% expect no change in 
the second half. 


Production 


2. How do you see production 
for your type of leathers for 1953 


better, 














higher, lower or about the same as 
19527 


Higher, 44%; 


change, 26%.. 


lower, 30%; no 


The “higher” group expects a 10- 
12% boost in production for the 
year, while the “lower” group sees 
a 5-10%% fall. For the first half of 
the year a rise of 10-12% is expected 
by 49°% of these tanners, while only 
17% anticipate a drop amounting to 
5-10%. But only 36% expect a 
bigger second half, while 29° ex- 
pect output to be 5-10%% lower in this 
second period. The remainder, 35%, 
sees no change. 


Sales 


3. How do you see your sales for 
1953 — higher, lower or about the 
same as 1952? 


Higher, 40°: lower, 15%: no 
change, 45%. - 








The 40% sees the year’s sales up 
by 5-10%, while the 15% voting 
“lower” expect a drop of 5-8%. For 
the first half of the year, however, 
63° expect a 10% increase over 
the same period of 1952, while only 
10% see a decline, and 27% expect 
no change. For the second half, only 
16% expect that period to be better 
than for 1952, while 32% see a de- 
cline of 8-10%, and 52% anticipate 
no change. Shoe production for 
1953 is expected to hold close to 500 
million pairs, thus leather demand 
should follow closely with that of 
1952, are the expectations. 


Prices 


4. How do you see your own 
prices for 1953 — higher, lower or 
about the same as 1952? 


Higher, 18%: 
change, 54%. 


lower, 28%; no 


(Concluded on Page 104) 
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We invite ALL users of 

dyestuffs in the leather industry 

to consult us on the selection 

of the most efficient coloring materials 
for leather processing. 


IBA 


Providence San Francisco Philadelphia 


CIBA COMPANY INC., 
627 Greenwich Street, New York 14, N.Y. 
Boston Chicago Charlotte 











/ 


is the World’s Largest 
Selling Patent Leather 


Profer ved fer Quality Wherever. Fine Shoes arce Made 


COLONIAL TANNING COMPANY, INC. 
BOSTON 11, MASS. 
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Sales 

1. How do you see 1953 shoe sales 
for your own price lines — higher, 
lower or about the same as 1952? 

Higher, 20%; lower, 11%; 
change, 69%. 

A substantial change in the mood 
of this group last year, when only 
15% saw higher sales, and 28° saw 
sales being lower. For 1953, 20% 
see sales averaging 3-8°% above 1952, 
while the small “lower” group ex- 
pects a decline of about 5%. But 
during the first half of the year, 38% 
see sales up as against only 8% an- 
ticipating a decline. Almost a com- 
plete reversal for the second half, 
with only 8; expecting sales in- 
creases as against 37% seeing a fall, 
and 55% saying no change. As a 
whole, this group is fairly optimistic 
about the sales outlook. 


no 


Prices 

2. How do you retail 
prices for the year ahead—higher, 
lower or about the same as 1952? 

Higher, 26%: lower. 16‘; : 
change, 58%. 

The contrast with last year’s poll 
of this group is interesting, for at 
that time 21, expected higher prices, 


see shoe 


no 


but a whopping 58‘, expected price 
reductions, which certainly came. 
Currently, the group voting “higher” 
expects the rise to average about 5% 
for the year, while those voting 
“lower” see a decline of 7. For 
the first half of the year, however, 
46% look to a price rise. while none 
sees a drop, and the rest expect cur- 
rent prices to hold. For the second 
half, as compared with the same pe- 
riod of last year, only 17% see prices 
higher, as against 25‘, expecting a 
decline (5-7% ), and 587 seeing no 
change. 


Costs 

3. Compared with 1952, do you 
think your costs for 1953 will be 
higher, lower or about the same? 

Higher, 580: lower, none; same, 
42%. 

There is an interesting comparison 
with last year’s poll on this question, 
when 71% of this group foresaw 
higher costs, as against 22‘; seeing 
lower costs, and only 7% expecting 
no change. But for 1953 a wholesome 
12‘, expects no appreciable change 
in costs—an indication of the gen- 
eral feeling of stability, of the halt 


of inflationary forces. The 58% ex- 


pecting higher costs believe the rise 
will amount to 3-6. 


Profits 

1. For the year ahead do you fore- 
see your net profits as higher, lower 
or about the same as 1952? 

Higher, none: lower, 41%: 
change, 59%. 

An interesting comparison is noted 
with the poll of last year on this 
question, when 10°, expected higher 
profits, but a majority of 639% fore- 
saw lower profits, and only 27% 
thought there would be no change. 
For 1953, only 41% expect lower 
profits as against 59°; seeing  sta- 
bilized conditions—a state of mind 
on the profit issue, which did not 
appear in last year’s poll. 


no 


Inventories 

5. As of right now, would you say 
your inventories are about normal, 
below normal or above normal? 

Normal, 63%: above normal, 

8, : below normal, 19%. 

This picture is amazingly close to 
the inventory status of shoe retailers 
at this time last year, when 61°, re- 
ported normal stocks, 16° above 


(Continued on Page 106) 
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“Age Cannot Wither... Nor Casiom Stale, 
Her Infinite Variety” 


— Shakespeare 








A business which determines to stay young, and cling to the pioneer 


spirit of its founders will never grow old. 


For William Amer Company, the accumulated experience 

of 121 years is carefully guarded and has served to win the 

friendship and confidence of customers and fellow-workers 
alike, assets which promise to enhance in value with 
each passing year. 


DROWN KEKE KEKE 


In confirmation of our forward looking policy, 
two entirely new, novel and different leathers 
have been perfected and are being pre- 
sented: Ameera Kid for shoes and 
King Kid Garment Leather for 
dress and sportswear. Fash- 
ion’s latest colors are 

shown in both 


leathers. 


Tu: new year assures the establishment of a new 
[. j. administration, practical rather than political, inspiring greater 
Ming Nl business faith and courage. William Amer Company welcomes this 
LINE opportunity to express deep appreciation to those we serve and to 
all who serve us...and we extend our sincere wishes for your 
happiness and prosperity throughout 1953. 











WILLIAM AMER COMPANY, PHILADELPHIA, PENNSYLVANIA 
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OROTAN and 
LIRCOTAN 


Leathers tanned with OroTAN TV have the toughness 

of champions. OroTaN TV tans rapidly and uniformly. 
A complete tan in itself, it is thoroughly compatible with 
vegetable tans—may be used in blends to reduce sludging. 


Another rugged contender for top honors is ZIRCOTAN 
synthetic tanning agent. Used to produce through-white 


leather, ZIRCOTAN also makes leather tough and resilient. 


Full technical information on OrRoTaN and ZIRCOTAN 


is yours for the asking. 








wear can’t knock out... 


OROTAN and ZIRCOTAN are trademarks, Reg. U.S. Pat. Off. and 


in principal foreign countries. 


CHEMICALS Mull FOR INDUSTRY 





ROHM & HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Repreeensetives in principal foreign couniries 
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Sales 
1. How do you see 1953 shoe sales 
for your own price lines — higher, 
lower or about the same as 1952? 
Higher, 29°; 13%; 
change, 58%. 


lower, no 
The figures registered are much 
more conservative than last year, 
when 44% of this group expected 
higher sales, and only 6% foresaw 
a decline. For 1953, those voting 
“higher” expect sales to be up 7-10%, 
while the small group voting “lower” 
foresee a fall of 3-5¢¢. For the first 
half, 27°%, see a rise, with 7% ex- 
pecting a drop, and 66°% seeing no 
change. For the second half, how- 
ever, there is a minor shift in opin- 
ion, with 24°, seeing a rise, 154% 
anticipating a decline, and 61% be- 
lieving there will be no change. 


Prices 
2. How do you retail shoe 
prices for the year ahead — higher, 
lower or about the same as 1952? 
Higher, 19%; 
change, 64%. 


se@2 


lower, 17%; no 


This is an appreciable change from 
the sentiment voiced by this group 
in last year’s poll, when only 6% 
expected higher prices, while 33% 
believed prices would be lower. For 
1953, the “higher” group expects the 
price increases to amount to 3-7% 
for the year, while the “lower” group 
sees a gradual fall amounting to 
about 5%. 

For the first half of 1953, 15% 
expect a mild price rise, with 74% 
seeing a mild drop, and 784% seeing 
no change. In the second half, 16% 
foresee a price increase of 6-9%, 
with 20°) seeing a 5-7% decline, 
and the remaining 64°; 
change. 


PINE 
set ing no 


Costs 


3. Compared with 1952, do you 
think your costs for 1953 will be 
higher, lower or about the same? 

Higher, 517: lower, 3¢¢:; no 
change, 46°. 

The “higher” group feels that cost 
boosts will be mild, about 2-4. 
In last year’s poll 55°, saw higher 
costs, but 23°, (as compared with 





SHOES SHOES | —| snoes SHOES 
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only 3% this year) expected lower 
costs. Labor will probably comprise 
the bulk of cost increases. The feel- 
ing is that other costs will settle at 
about current status for the year 
ahead. 
Profits 

1. For the year ahead, do you 
foresee your net profits as higher, 
lower or about the same as 19527 

Higher, 14%; 
change, 53%. 


lower, 3300; no 
Strangely, this year’s poll on this 
question resulted in figures almost 
identical with last year’s (127, 33% 
and 55%, respectively). However, 
the feeling for 1953 is that if costs 
are held down by virtue of a fairly 
well depleted inflation, the profit 
showing may be better. On the other 
hand, competitive forces are expected 
to be stiffer than ever, preventing 
any extension of profit margins. 


Inventories 
5. As of right now, would you 
say that your inventories are about 
(Concluded on Page 107) 
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PIONEERS 


in modern 


Shoe Last Finishes 


VULCALAST « = « lhe tested and approved last finish for the shoe 


industry that is backed by 4 years of experience on production lasts. 


VULCALAST . . . The modern last finish, 
was extensively tested in modern laboratories 
and proved in the shoe factory UNDER 
ACTUAL OPERATING CONDITIONS. 


VULCALAST .. . The moisture resistant 
coating that resists steam, water, various shoe- 
making solvents (ie. alcohol, methyl ethyl 
ketone, acetone, ethyl acetate, box toe soften- 
ers) and latex cements. 


VULCALAST .... The protective coating 
that improves the dimensional stability of the 
last. Vulcalast seals the wood and the original 
dimensions and contours of the last are 
retained. 


VULCALAST . . . A development result- 
ing from Vulcan's never ending search to im- 
prove their products that are used in the shoe 
industry. 


See or call your Vulcan representative 
for full particulars 


wbcan CORPORATION 





Designers and Manufacturers of Wood Heels and Shoe Lasts 


GENERAL OFFICES 


LAST PLANTS 
PORTSMOUTH, OHIO 
JOHNSON CITY, N. Y. 
BROCKTON, MASS. 
ST. LOUIS, MISSOURI 


SAW AND BLOCK MILL 
DONKEN, MICHIGAN 


CINCINNATI, OHIO 
HEEL PLANTS 
PORTSMOUTH, OHIO 


JOHNSON CITY, N. Y. 
ANTIGO, WISCONSIN 
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FORECAST FOR '53 


Sales 

1. How do you see your sales for 
1953— higher, lower or about the 
same as 19527 

Higher, 42°; ; 
53%. 

The “higher” group sees 1953 sales 
as 5-10 higher, while the small 
“lower” group expects a decline of 
about 5° in sales. For the first half 
of the year, 45°7 expect higher sales. 
with 7‘, anticipating a decline, and 
8% expecting no change. For the 
second half, however, only 306) see 
a sales increase over the second half 
of 1952, while 26°; believe there will 
be a drop of 5-12°7, and 44% expect 
no change. 


lower, 5‘¢ + same, 


Prices 


2. How do you see your prices foi 
3 higher, lower or about the 


same as 19527 
Higher, 187; 


change, 604; . 


lower, 18%: 

The “higher” group expects a 5- 
10°, increase over the year’s average, 
while the “lower” group foresees a 
3-8°;, drop. There's an interesting 
contrast with last year, when 33°, 
foresaw higher prices and only 7% 
expected a decline. 

For the first half of 1953 some 
8) say they'll be a price rise, as 
against 10‘, anticipating a drop, and 


72‘, expecting no change. In the 
second half a mild price fall is ex- 
pected by 15%, while 20% see a 
mild rise, and 65°, expect prices to 
hold pat. Over-all, there appears to 
be little appreciable price shifts due 
in most tanning materials for the 
vear ahead. 


Costs 

3. How do you see your costs for 
the year ahead—higher, lower or 
about the same as 19527 

Higher, 61%; lower, 44: no 
change, 3547. 

The majority expects costs to ris: 
about 5-7% over the year. However. 
this year there appears to be much 
more confidence in the stability of 
prices. For example, in last year’s 
poll, 93¢, of the tanning materials 
group expected price increases. There 
is substantial opinion this year that 
costs for the most part have reached 
or passed their peak, that there will 
be a levelling. 


Profits 

1. For 1953, do you foresee your 
net profits as higher, lower or about 
the same as 1952? 

Higher, 21%; 
change, 46%. 

One-fifth of this group expects a 
5-7‘; improvement in profits, while 
33% sees a 3-5 decline in net, and 


lower, 33°: no 


error eee 














nearly half expect no change. Again 
4 snarp contrast with last year’s poll, 
whcre pessimism prevailed and 80% 
of this group foresaw lower net prof- 
ils, while none expected improvement. 


Shortages 

5. Do you foresee any shortages 
of basic or raw materials that will 
affect your production or prices in 
1953? If so, please specify which 
materiais. 

Yes, 19%; no, 81%. 

Barring any serious intensification 
of the international situation, no sup- 
ply shortages are expected. Even in 
the few instances where _ possible 
shortages may appear, these are not 
cxpected to be serious enough to 
hamper supplies required, or to af- 
fect prices to any appreciable degree. 


Promotion Plans 
6. In your own company’s sales 
promotion plans for 1953, what is 
the one outstanding step scheduled 
for your program? 
In the order of their frequency of 
mention they are as fellows: 
a. Increased advertising. 
b. More emphasis on promotion of 
improved products. 
More personal contaet with cus- 
tomers, 
Diversification. 
Expanded territory. 
Increased sales force. 
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for good light-fastness 
specify 


Caleolast 
browns: 


BROWN MF BROWN FN 
OLIVE BROWN G 
and shade with 


CALCOFAST GRAY G and 
CALCOCHROME* RED 650 


For good light fastness, non-bleeding 

in water and the finish, full, even shades on the grain, 
and uniform penetration, depend on the 

CALCOFAST and CALCOCHROME dyes listed above. 
On grain leather jackets and gloves, 

they meet high military specifications, and 

are recommended for general use on calf, kid and 

goat skins. Calcofast dyes are suitable for 


use on both chrome and vegetable tanned leathers. 


Consult your Calco 


representative for full information. 


‘>: 


*Trade-mark 


AMERICAN Cranamid COMPANY 


CALCO CHEMICAL DIVISION, DYESTUFF DEPARTMENT 
BOUND BROOK, NEW JERSEY 


REPRESENTED IN CANADA BY 
NORTH AMERICAN CYANAMID LIMITED. 
CALCO CHEMICAL DIVISION, MONTREAL—TORONTO 


NEW YORK « CHICAGO « BOSTON 
PHILADELPHIA «¢ CHARLOTTE « PROVIDENCE 


boots courtesy of H. Kauffman & Sons Saddlery Company 























Leather And Shoes’ 
FORECAST FOR '53 


Sales 

1. How do you see 1953 shoe sales 
for your own price lines — higher, 
lower or about the same as 1952? 

Higher, 17%; lower, 16%; no 
change, 67%. 

This presents a drastic change from 
last year’s poll among this group, 
when 40°) saw higher sales, and 
20° saw them as lower. For 1953, 
the “higher” group expects a rise 
of 5%, while the “lower” group fore- 
sees a decline of 3-5°%, for the year. 
For the first half of 1953, 36% see 
sales up—-from 5-10 over the first 
half of 1952—while 22% expect a 
fall of 3-5°7, and 42°, see no change. 
A real shift of thinking applies to the 
second half of the year, with only 8 
seeing sales up, 23°) anticipating a 
5-7% decline, and 69% expecting no 
change. 


Prices 

2. How do you see retail shoe prices 
for the year ahead—higher, lower or 
about the same as 1952? 

Higher, 25; lower, 
change, 02%. 

Quite a contrast with last year’s 
poll among this group, when none 
expected higher prices, and 50% an- 
ticipated lower prices. For 1953, the 
“higher” group expects a 5°% price 


13%; no 






Shea~ 


boost for the year’s average, while 
the “lower” group sees a 3-5°% de- 
cline. This score is about the same 
for the first half of the year. But 
for the second half, 20% see a price 
rise, 20% see a decline, and 40% ex- 
pect no change. 


Costs 

3. Compared with 1952, do you 
think your costs for 1953 will be 
higher, lower or about the same? 

Higher, 2147; lower, 22%; no 
change, 57%. 

Those voting “higher” expect a 
cost rise of only 2-3(7, while the 
“lower” group expects a 3-5 de- 
cline. From the comments, it appears 
that this group feels most costs have 
pretty much stabilized, give or take 
a few percentage points. 


Profits 
1. For the year ahead, do you fore- 
see your net profits as higher, lower 
er about the same as 1952? 


Higher, 17%; lower, 41%: no 
change, 42°. 
Though volume sales have im- 


proved among this group, it was ex- 
pressed in various ways that it was 
unlikely that profits would be favor- 
ably improved. ‘Competition de- 
mands we work on the barest profit 
margin” . “Price increases sure 





to cut into sales, also profits—so we 
cut at our own expense.” Such com- 
ments as these give the feeling of 
squeeze being experienced, Yet theze 
was little or no pessimism expressed 
about profit outlook. 


Inventories 

5. As of right now, would you say 
that your inventories are about nor- 
mal, above normal or below normal? 

Normal, above normal, 
36% ; below normal, 9%. 

An improved change from the 
same time last year, when only 3847 
of this group declared normal inven- 
tories, while 43‘/, said stocks were 
above normal. Currently, those de- 
claring above-normal inventories say 
their stocks are 8-10©, above require- 
ments, while the below-normal group 
say their stocks are down 5-10%. 


2% 3 


Lost Sales 
6. The tendency throughout most 
of 1952 was to maintain below- 
normal inventories. If yours were 
in this category, do you believe that 
it cost you sales? If yes, by about 
what percent? 
Yes, 26%; no, 74%. 
The “yes” group believes its sales 
losses due to inadequate stocks 
(Concluded on Page 108) 
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AG Sewed Seat Lasting Machine—Model A 


DESIGNED FOR THE JOB 


Improved heel seat feather lines 
due to tight, positive lasting under 
heatand pressure. Machine handles 
complete range of sizes; children’s 
to men’s size 15. 


Better inseaming better shoe- 
making in following operations — 
because wipers form definite crease 
next to rib. 


This new machine is designed to give 
you constant uniformity in sewed seat 
work. Its automatic operation provides 
quality work at a rate of production in 
line with other modern high production 
lasting room machinery. 


Ask your United Branch Office for 
complete details about this new (GAC 
machine. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Leather And Shoes’ 


FORECAST FOR '53 


Sales 

1. How do you see your sales for 
1953—higher, lower or about the 
same as 1952? 

Higher, 75°): lower, 1007; same, 
15%. 

This count was pretty close to last 
year’s poll of this group, where 69°; 
expected higher sales, only 11% saw 
lower sales. The “higher” group, of 
course, proved very right. In the out- 
look for 1953, the “higher” group 
expects a sales increase of 8-12( for 
the year, while the “lower” group sees 
For the first 
half of the year a sales rise, as com- 
pared with the first half of 1952, is 


a decline of 5-L0%. 


expected by 667, while only 9% see 
a fall, and 25‘, anticipate no change. 
For the second half, however, only 
18°), anticipate a better period, while 
23°) see a decline, and 29°; foresee 
sales as holding even with the last 
half of 1952. 


expressed in the new Administration 


Much confidence was 





in Washington to maintain a high 
level of general business activity. 


Prices 


2. How do you see your prices for 
1953 — higher, lower or about the 
same as 1952? 

Higher, 16%: 
change, 64%. 


lower, 20°: no 


Those voting “higher” foresee a 


price increase of 3-10%, while the 
“lower” group expects a 5-89 de- 
cline for the year. For the first half, 
however, 27° anticipate a price in- 
crease, with none foreseeing a drop 
in this period, and the remaining 
77‘; seeing no change. For the sec- 
ond half, only 15% look to higher 
prices, with 28°, seeing prices fall- 
and 57% believing 
Over-all 


ing by 5-10%, 
there will be no change. 
opinion is that most of the strong in- 
flationary pressures will be off next 
year, taking pressures off prices. 


Costs 


3. How do you see your costs for 
the year ahead—higher, lower or 
about the same as 1952? 

Higher, 59% ; 
change, 28%. 

This is a real improvement over 
last year’s poll among this group, 
when 74°; expected higher costs and 
only 5% expected a decline. For 
1953, a cost boost of about 5% over- 
all is expected—mostly for labor. 
Most of the cost-inflationary forces 
are expected to be eased substantially. 

Profits 

4. For 1953, do you foresee your 
net profits as higher, lower or about 
the same as 1952? 

Higher, 41°: 
change, 34%. 


lower, 130%: no 


lower, 25%; no 

This is an enormous change in 
sentiment over last year’s poll, when 
only 16%, felt that profits would be 
higher, while 50°; foresaw them as 
lower. With business confidence re- 
stored by a good year, the profits out- 
look is seen as appreciably brighter 

(Concluded on Page 108) 
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HIGH sPEED SINGER macuines 


FOR THE SHOE INDUSTRY 


For top production, specialized operations demand specialized machines! 


SINGER \ 110w125, 136w110, 
Machines 136w101, 168wl01 


For Shoe Uppers and Similar Work on 
Medium Weight Leathers and Fabrics. 


+ Single Needle Lockstitch 


+ Maximum Speed—3000 
stitches per minute 


+ Curved work handled 
with the same facility 
as straight work 


Machine 168w101 


+ Stitches are perfectly ? 
spaced, regardless 5 . . Post bed, compound feed, alternating pressers, 


thread lubricator. Stitch lengths up to a maxi- 
oP ‘ mum of 6 per inch. Especially suited for sewin 
of heavy cross seams 4 « in sock atone and shediiee wrappers oa 
\ California Process Shoes. 
e e 
+ Multiple plies come Continuous wheel feed, offset needle bar, 
roller presser. Regularly fitted to make 20, 


out even at end of 22 and 24 stitches to the inch, but can be 


fitted to make any one of three stitch lengths 


seam due to specially within a range of 12 to 33 to the inch. 
constructed SINGER 
feeds 


For details regarding SINGER machines for Machine 136w110 
the Shoe Industry consult your nearest SINGER 


Shop for the Manufacturing Trade. 


Continuous wheel feed, post bed, roller presser. Fitted to make 19, 
21 and 23 stitches to the inch, but any three stitch lengths within 
a range of 12 to 32 to the inch are possible. Has oblique under- 
edge trimmer and a motor for driving the knife continuously at 
high speed independently of the speed of the machine. 


SINGER SEWING MACHINE COMPANY 


Manufacturing Trade Department @ Branches In All Principal Cities 


*A Trademark of THE SINGER MANUFACTURING COMPANY Copyright U.S.A, 1933, 1938, 1950 and 1952 by THE SINGER MANUFACTURING CO All Rights Reserved For All Countries 
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Sales 

1. How do you see sales of hides 
and skins for 1953—higher, lower or 
about the same as 1952? 

Higher, 44%; lower, 22%; no 
change, 34%. 

The “higher” group sees a sales 
rise of about 7°) for the year, while 
the “lower” group believes sales will 
fall by 10%. It’s in the first half 
where the sales increase is expected 
to appear—55°% say sales in this 
period will rise 10-12%, while only 
11% expect a drop, and 34% see no 
change. For the second half, only 
11% expect it to be better than the 
same period of 1952, while 44% 
' see a decline of about 15°), and 45°% 
' expect sales to hold even with 1952. 


' 





Prices 

’ 2. How do you see hide and skin 
) prices for 1953—higher, lower or 
) about the same as 1952? 
j Higher, 29% ; 

change, 15%. 

The “higher” group sees prices up 
about 5% for the year’s average, 


lower, 56°; no 





while the majority, 56%, expects a 
price decline averaging 10-15%. 
Price rises are expected in the first 
half, with 48° believing prices will 
rise 5-10% in this period, as against 
43°% who expect a price fall of 10- 
15¢~. For the second half, as com- 
pared with the second half of 1952, 
89% expect prices to be lower—by 
10-127, with 11° seeing no change, 
and none seeing prices as higher. In- 
cidentally, many hide and skin men 
voiced the hope that rawstock costs 
would stay ‘‘reasonable’’ and 
“wouldn’t price ourselves out of the 
running.” 


Supply 
3. How do you foresee the raw- 
stock supply, both domestic and 
foreign, for 1953—-higher, lower or 
about the same as 1952? 

Domestic supply: higher, 66%; 
lower, none; no change, 34%. 
Foreign supply: higher, 
lower, 22%: no change, 45%. 
Domestic supply outlook is 
brighter than foreign. Most hide men 


anticipate a 5% increase in domestic 


33% ; 


rawstock for 1953. A third of the 
hide industry sees some improvement 

about 10% — in foreign supplies 
next year, though 67% expect either 
no change from the low supply status 
of 1952, or believe it will dip even 
lower. Many comments were intense 
regarding buying of foreign (and 


even U.S.) hides by other countries 


with use of U. S. foreign aid money 
which was free to bid up prices be- 
yond which U. S. buyers could com- 
pete. Little change is expected in this 
policy next year. 


Costs 

4. How do you sez your costs for 
1953 higher, lower or about the 
same as 1952? 

Higher, 56%, lower, none; same, 
4A%. 

The “higher” group says costs up 
by about 5°. However, this is in 
contrast with last year when 78% 
figured on higher costs, as against 
only 56% this year. The feeling is 
that inflated costs have been passed 

except in a few minor instances 

(Concluded on Page 108) 
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Does it matter how long your shoes last, or what they cost 
— if they smother your tired feet? Leather is the preferred 
material for soles as well as uppers because it is unrivaled 
for comfort. Although it has been tanned to remarkable 
durability, it was once alive and retains pores which permit 
your feet to “breathe”’. 

Modern chemicals for imparting to leather its permanent 
pliability and resistance to scorching sunshine and abrasion 
are a specialty with DIAMOND. No wonder DIAMOND’s tan- 
ning chemicals and knowledge of tanning technique are 
employed by the nation’s leading tanners. 


y ™ DIAMOND ALKALI COMPANY 
DIAMOND CLEVELAND 14, OHIO 





BICARBONATE OF SODA ® CALCIUM COMPOUNDS ® CHROME COMPOUNDS ® ALKALI! SPECIALTIES * ORGANICS 
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Bookkeepers... 
Bakers... 
and Busy 
Dressmakers... 


YES, ALL KINDS OF PEOPLE 
ARE GIVING BLOOD SO THAT 
OUR WOUNDED MAY LIVE! 


e@ Today, the blood ofa 
Boston bookkeeper may be 
flowing through the veins of 
a wounded kid from a Kansas 
farm ... the blood of a pretty 
Southern housewife may have 
saved the life of a grizzled 
leatherneck. For, blood is 
blood, a God-given miracle 
for which there is no substi- 
tute . . . and when a man’s 
life hangs in the balance and 
blood is needed, there is 
nothing else to take its place! 

Right now the need for 
blood is urgent. In hospitals 
—at home and overseas— 


many men require four and 
six transfusions during deli- 
cate operations. And the 
blood must be there—when 
it’s needed. So give the most 
precious gift of all—your 
blood! 

Be assured that giving 
blood is neither difficult nor 
distressing. And what a thrill 
there is in knowing that 
you’ve performed a really 
unselfish act! So call your 
local American Red Cross 
today and make an appoint- 
ment. And tell your friends 
and neighbors about your ex- 
perience. Let them share the 
wonderful feeling Americans 
get when they roll up their 
sleeves—and give blood. 
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“But= 


WHAT HAPPENED 
TO THAT PINT OF 
BLOOD YOU WERE 
GOING TO GIVE? 


“Cull Your American Reed Cross Todley 
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Labor Crttlook 


—THE SHOE INOUSTRY 


Boot and 
Shoe Workers 
Union, AFL 


By John J. Mara, 
President 


HE Boot and Shoe Workers Union, 
AFL, has completed a highly satis- 
factory year in 1952 and anticipates 


another year at least as good and 
possibly even better in 1953. Our 
reason for this optimism is the high 
rate of employment in the shoe indus- 
try today coupled with expectations 
that this will continue for several 
months. 

Barring unforeseen developments, 
we feel that shoe business—both at 
the manufacturing and retail levels 
should continue active through most 
of the first half of 1953. Present 
indications point to one of the most 
successful spring seasons in years. 
This alone should keep employment 
high for the next few months. 

Our union has already negotiated 
most of its 1953 contracts on a mutu- 
ally satisfactory basis. Naturally, we 
expect to keep pace with industry de- 

(Concluded on Page 109) 
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Brotherhood of 
Shoe and 
Allied Craftsmen 


By Earle F. Snow, 
President 


HE general outlook for the shoe 

industry in the Brockton, Mass., 
area shapes up very well for at least 
the first half of 1953. Hope is high 
in this area that the present high level 
of employment will continue for this 
period. If it does, Brockton may 
solve much of its employment prob- 
lem. 

At present, the employment situa- 
tion in the Brockton shoe industry is 
more difficult for the manufacturer 
than the worker. There is a definite 
lack of skilled shoe craftsmen in the 
area. Older skilled workers have died 
and many of the younger have been 
attracted to other industries. 


Naturally, the Brotherhood of Shoe 
and Allied Craftsmen is making every 
effort to secure skilled labor for 
Brockton factories. In most cases, 

(Continued on Page 109) 
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United Shoe 
Workers of 
America, ClO 


By Russell Taylor, 
President 


HE outlook for workers in the shoe 
industry during the year 1953 
appears excellent. Best reports avail- 


able indicate most favorable condi- 
tions as the New Year approaches, 
with manufacturers’ inventories at 
low working levels and retailers busy 
ordering to replenish their own 
stocks. Best predictions point to 
plenty of business at the factories 
until at least after the Easter rush. 
Naturally, shoe workers will benefit. 

We believe relations of United 
Shoe Workers of America, CIO, with 
shoe manufacturers under contract to 
us to be of the best. Most contracts 
for the coming year have already 
been settled to satisfaction of both 
labor and management. 

At this moment, the situation in 
Massachusetts, where we have close 
to 12,000 members employed in 70 
factories, is still unsettled. This is 

(Concluded on Page 110) 
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he shoe and leather industries, 

winding up a good year during 
1952, face ahead to what may be a 
bright new era, with two major 
changes in sight as far as relations 
with the government are concerned. 

In contrast to the situation a year 
ago, the present trend is toward fewer 
and fewer government controls over 
shoes and leathers, and over all in- 
dustry. Price, wage, material and 
other controls are on the way out, 
barring all-out war, or other emer- 
gency, as the need for them vanishes. 

A second change lies in the politi- 
cal overturn that puts Republicans 
at the helm both in the Congress and 
the administration, for the first time 
since the days of President Herbert 
Hoover. In general, industry is 
pleased, and the men so far selected 
for Cabinet posts indicates that busi- 
nessmen, and ideas, will 
have much to say about running the 
government. 

A year ago, the government was 
allocating hides and skins, but this 
has been ended for many months. 
There is nothing in sight, short of 
all-out war, indicating they may be 
needed in the near future. Again, 
export controls over hides and skins, 
designed to keep these products at 
home, have been eased, with indica- 
tions that substantial exports will 
continue to be permitted in the 
months ahead. 

A year ago, the Mutual Security 
Agency, in putting up money for 
Europeans to buy hides and skins, 


business 
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By Joseph Huttlinger 


Leather And Shoes’ Washington Editor 


forbade purchases in the United 
States, The spring brought a change. 
with improved U. S. supply and 
lower prices, so that the MSA began 
to permit recipients of aid to buy 
where they preferred. While the end 
of the year brought some hesitation 
on the part of the MSA, as hide prices 
stood firm, there was a confidence 
that the agency would go ahead with 
this policy during the year. 

A total of $2.9 million for the 
purchase of hides and skins was au- 
thorized during 1952 by the Mutual 
Security Agency for three countries. 
They are Yugoslavia ($1.5 million), 
Greece ($1.3 million), and the Neth- 
erlands ($172,000). In addition, a 
small sum was put up for buying of 
leather. 


Changed Policy 


\ changed policy came in_ the 
spring of the year, partly at the sug- 
gestion of the National Production 
Authority. For the first time in nearly 
two years, the MSA authorized for- 
eign countries to spend allocations 
for hides and skins in the United 
States. Before that, tight supply in 
the U. S. had prompted the foreign 
aid program to direct that all authori- 
zations be spent abroad. 


As a result, only $565,000 of this 
year’s authorizations were earmarked 
for buying in Latin America only. 
The rest were for buying in the U. S. 
or Latin America, at the option of 
the buyer. As U.S. prices were gen- 
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erally low, it is understood the bulk 
of this went for U. S. buying. 

For the year ahead, the MSA pro- 
gram is expected to go on at about 
the same rate — $3 million a year. 
Funds to carry through half the cal- 
endar year already are available, for 
funds beyond that the MSA must go 
to Congress. At the turn of the year, 
the MSA had requests for allocations 
to buy about $2 million worth of 
hides and skins, but was postponing 
action. A reason, as given by an MSA 
official, is “we do not want to boost 
the hide and skin market, which is 
now so strong.” Whether the next 
step would be new policy, earmarking 
hide and skin funds only for non- 
U.S. sources was to be seen. 

Controls over a variety of mate- 
rials, such as quebracho for tanning, 
over steel, copper and aluminum, are 
being eased one by one. The prospect 
is for the end of all controls—except 
as related to guns and other direct 
military items—during the coming 
year, possibly in a few months. 

Price controls, which have been 
hampering the industry, were sus- 
pended during the past year over 
(in order) hides and skins, leather, 
and shoes. Despite a flurry of con- 
cern with strong shoe prices at the 
end of the year, the basic trend at 
the Office of Price Stabilization is to 
take off price controls. Re-control, if 
it comes, could be short-lived. 

A cut-off date of April 30, 1953, 
faces price control legislation. Un- 

(Concluded on Page 111) 
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Like all Celastic Box Toes, 
the one shown in this un- 
retouched “cutaway” 
photo has served its owner 
well. He is Mr. Paul E. 
Fudge, of Nashville, Ten- 
nessee. Occupation: tele~ 

phone linesman. Mr. Fudge states: “My 

shoes have to take a lot of punish- 

ment and with these | never ex- 

perienced any toe discomfort 

due to loose linings.” 











‘It's a Rugged Job 


BUT “CELASTIC” BOX TOES 
ASSURE TOE COMFORT 


The wearer may not know his box toes are “Celastic” nor even that he 
has box toes in his shoes, but he does recognize toe comfort and pleasant 
toe freedom without wrinkled toe linings. 
“Celastic’” is designed not only for rough usage, but for every day 
comfort in shoes of many styles...men’s, women’s and children’s. 
“Celastic” duplicates the contours of the toe of the last and forms a 
structural shape over the toes. Because of this “Celastic” is a measure of 
quality protection for the designer and manufacturer ...a feature that 
builds customer loyalty for the retailer. It assures proper preservation 
of toe style and toe comfort, in play shoes, in street shoes...and in *Celastic is a registered trademark of the Celastic Corp. 


work shoes. 
UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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*The Puffer or Swell Toad Fish sometimes 
called the Balloon Fish (Tetraodontdae 
family) can inflate its abdomen to gro- 

tesque proportions. 


UNITED LAST’S New Finish Controls Last 


; Shrinkage and Swelling For Better Shoemaking! 
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ALL SEVEN UNITED LAST COMPANY 
BRANCHES HAVE FACILITIES FOR 
APPLYING SLIDE-O-GLAZE 


AUBURN, MAINE ROCHESTER, NEW YORK 
LAWRENCE, MASSACHUSETTS ST. LOUIS, MISSOURI 
BROOKLYN, NEW YORK MILWAUKEE, WISCONSIN 


MONTREAL, CANADA 


For complete information write or call United Last Company, Boston, or your nearest 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
‘‘Slide-O-Glaze’’ — Lasts for the work life of the last 
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National Shoe 
Manufacturers 
Association 


W. W. Stephenson 


Executive Vice-President 


he highlights of the saoe industry in 1952 were (1) an 
estimated shoe production of 500 million pairs; {2) 
maintenance of retail sales in dollars at the 195] level: 
(3) the removal of price controls; (4) substantial increases 
in the availability of raw materials; and (5) the institu- 
tion of a new promotional program entitled, “The New in 
Shoes.” 

The shoe industry, at the manufacturing level, in 1952, 
recovered from the serious production and sales problems 
that it experienced during 1951. It is expected, when the 
final figures for shoe production are released, that 1952 
will be more than a 500-million-pair year. Only twice be- 
fore has shoe production reached this level. All types of 
shoes except military footwear, which fell off substantially 
from 1951, participated in this increase. 

At the retail level, shoe sales in 1952 remained approxi- 
mately the same as 195] in dollars. However, pairage sales 
increased due to the 10 to 15 percent drop in shoe prices. 

In September 1952 price controls were removed from 
the shoe industry at both wholesale and retail levels. Shoe 
selling prices dropped well below the ceiling prices thus 
making it possible for the Office of Price Stabilization to 
suspend ceilings. 

The supply of the principal raw materials used in making 
shoes increased greatly during 1952 as compared to 1951, 
due to the increased slaughter. All phases of slaughter ex- 
cept calf, whose increase was moderate, increased substan- 
tially during 1952. In light of the cattle population in- 
creases, it is expected that this heavy slaughter will con- 
tinue during 1953. 

The National Shoe Fair this year was characterized by 
heavy bookings of shoes. This would indicate that retailers 
are expecting good sales during the spring of 1953. Many 
well-informed persons in the industry feel that 1953 will 
be a good shoe year. 

“The New in Shoes” program, one of the most aggres- 
sive promotional efforts ever undertaken by our industry, 
is jointly sponsored by the National Shoe Institute under 
the direction of the National Shoe Manufacturers Associa- 
tion and the National Shoe Retailers Association. It unifies 
on a nation-wide basis the presentation of footwear to the 
consuming public. The effect of this mass impact through 
national magazine and local newspaper advertising together 
with effective display windows will bring shoes into the 
forefront of the public’s attention at the opening of each 
season. The date selected for the Spring Opening is March 
1, 1953, and for the Fall, August 31, 1953. 

Focusing the attention of the public on the fashion im- 
portance of shoes it is hoped will stimulate early Spring 
buying. The entire program represents many months of 
intensive planning in order to present a workable plan for 
the entire shoe industry. 
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Tanners’ 
Council of 
America 


Irving R. Glass 


Executive Vice-President 


geen shoe production for 1952 is estimated at approxi- 
mately 511 million pairs. Will this production prove 
excessive in any sense and does it represent anticipation 
and borrowing of business from the future? 

In appraising the outlook for 1953, several reasonable 
assumptions can be made. The rate of shoe output, and 
all of the demand factors associated with that output in 
the final months of 1952, were above the level of consump- 
tion. However, since the base from which all segments 
of the industry began was marked by thoroughly depleted 
inventory, the potential excesses are by no means as large 
as they have been in the past. Some adjustment may be 
necessary, but this is not likely to be severe or protracted. 

Shoe and leather goods volume at retail in 1953 should 
compare favorably with the past year. “There appears to 
be a consensus that consumer purchasing power and the 
absorption of staple consumer items at retail will be main- 
tained. That conclusion would appear to apply with par- 
ticular force to shoes since the annual retail volume of 
shoes has shown remarkable stability. The rule of thumb 
which suggests itself, is the extension of average per capita 
consumption ratios by population. The more people, the 
more shoes needed, and in 1953 a population of 160 mil- 
lion will require close to 500 million pairs of shoes to 
satisfy the same rate of need and want as in the past year 
or two, 

If any excesses inherited from 1952 are not extraordi- 
narily large, the total production of shoes and of leather 
in 1953 can be only moderately lower than consumption 
requirements. It is too much to hope that stability in all 
branches of the industry can be achieved through consist- 
encyv in production and consumption. A spell of relative 
inactivity during the early months of the year, in part due 
to seasonal factors and in part to previous heavy produc- 
tion, would be succeeded later in the year by renewed 
briskness. 

A number of factors in the picture for the year as a 
whole should be construed as encouraging. Domestic raw 
material supplies are expected to increase with a possible 
gain of 10 percent in cattle slaughter. This gain in raw 
material resources balances the growing requirements for 


leather by an expanding population. In addition, evidence 


of growing demand for quality merchandise at retail opens 
up merchandising possibilities for tanners and their cus- 
tomers. The results of initial promotional campaigns by 
Leather Industries of America, the advertising and promo- 
tional arm of the tanning industry, have disclosed tremen- 
dous potentialities. Retailers as well as manufacturers have 
found in leather a vehicle for effective selling, for the 
“trading up” which is essential to enhancing dollar volume. 
The work started by Leather Industries of America in 1952 
should become progressively more valuable not alone to 
tanners, but also to manufacturers and all retailers in 1953. 
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New England 
Shoe and Leather 


Association 


Maxwell Field 


Executive Vice-President 


HE New England shoe industry maintained its leader- 

ship during 1952 as its output equalled one-third of 
U.S. shoe production totals estimated at 510,000,000 pairs. 
The year 1953 should witness a continuation of this favor- 
able trend, but with a total output slightly below this year’s 
levels. 

Shoe manufacturers in New England face the added prob- 
lem of increased labor costs in greater proportion than 
those of their competitors in the Pennsylvania and St. Louis 
shoe districts. This competitive differential will have to 
be faced by both shoe union leaders and manufacturers 
in the future. 

Our forecast of U. S. shoe production in 1953 is for 
a total of 500 million pairs—which is still a high rate of 
output that has only been exceeded in the years 1946, 
1950 and 1952. New England shoe production is esti- 
mated at 165 million pairs, or at a normal rate of one-third 
of total U.S. output. 

Public consumption of footwear should continue at favor- 
able levels next year and average three pairs per capita. 
However, it appears that unless a record-breaking Easter 
business is enjoyed by retailers during the first quarter, 
their stocks may be considered too heavy and forward 
orders tg manufacturers may then be curtailed during the 
second quarter. 

Several other major factors will influence the rate of 
shoe output in 1953. First in importance is the outlook 
for general business. Shoes are a highly sensitive com- 
modity and many times in the past our industry has proven 
a forerunner for good or poor business. Therefore, should 
there be a decline in business activity after the first half 
year, as so many economists are freely predicting, this 
factor may intensify and lengthen the downturn in shoe 
production expected in the second quarter. 

A second factor that does affect shoe operations is the 
rate of consumer expenditures for shoes. During 1951, 
the latest year for which any data are available, dollar 
volume of consumer expenditures for shoes, other than 
rubber, reached an all-time high at $3,295,000,000. How- 
ever, due to peak levels of national income the percentage 
of total consumer expenditures devoted to shoes declined 
to 2.9 percent, the lowest ratio of any post-war year. 

The rate for 1952 may have been slightly better, but 
1953 is not expected to show any marked improvement. 
Only if there is a strong shift by the public away from 
durable items and their food bills drop markedly, so that 
more dollars can be spent on shoes and other soft goods 
items, will this trend be reversed. 

In conclusion, the New England shoe industry is ex- 
pected to maintain its industry leadership during 1953 
by producing one-third of the 500-million-pair output fore- 
cast for next year. However, uncertainty as to the rate 
of shoe output and employment during the second quarter, 
and beyond, is tempering the current optimism of many 
trade leaders. 
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St. Louis 
Shoe Manufacturers 
Association 


Arthur H. Gale 


Secretary 


n looking forward to 1953, there is a general feeling of 
[ualified optimism among the member firms of the St. 
Louis Shoe Manufacturers Association. The 1952 fiscal 
figures indicate sales gains of from 10 to 20 percent for 


our make-up factories over the previous fiscal year. 


Total production in pairs for the first nine months of 
1952 ran 11 percent ahead of 1951. Women’s production 
for this period was up 14 percent and children’s, 16 percent. 
Men’s production fell off 8 percent, but since military out- 
put was off approximately 80 percent, it is evident that 
there was a marked increase in the manufacture of male 
civilian footwear. 


With a total increase in pairage of 7.493.920 for the 
first three quarters of 1952, and with the factories far 
busier now than they were at the tag end of last year, it 
is logical to assume that we should pick up another million 
pairs by the time the final figures are available. The above 
figures are inclusive of Association members only. 


The favorable reception given St. Louis lines at the Na- 
tional Shoe Fair last fall portends well for spring. It is 
no exaggeration to say that twice as much business was 
booked out of St. Louis at Chicago than at any other 
National Show in the past four years. And buyers have 
been sending in their confirmations much more promptly, 
which, of course, indicates a healthy open-to-buy situation. 


I am inclined to believe that lower inventories were 
a far greater factor in the brisk buying that prevailed at 
Chicago and subsequent regional shows than rumors of 
price increases prior to January 1. Well-balanced stock 
conditions should more than offset the reaction to whatever 
price adjustments are necessary to cover the increased cost 
of labor and materials. 


Last summer’s local truck strike was a terrific blow to 
the St. Louis shoe manufacturers, particularly to the 
makers of novelty shoes, since it impeded delivery at a time 
when the backlog of reorders was heavier than it had been 
at such a period for several years. Resultant cancellations 
really hurt. 


In the final analysis, there is valid reason for optimism 
in the St. Louis shoe industry. However, such optimism 
must always be tempered by the knowledge that a slump 
in retail sales can change the entire picture almost over: 
night. Retailers have done very satisfactorily during the 
late fall and early winter, and here’s hoping that it will be 
a long time before we encounter one of those “unaccount- 
able” retail slumps such as hit the entire nation in the fall 


of 1951. 
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National 
Shoe Retailers 
Association 


Otto Warn 
President 


ANY things have transpired since the last Annual “Fore- 

cast” of LeatHer Anp SHoes. Foremost is the fact 

that after 20 years we will soon have a Republican adminis- 
tration. 

There are some who think that without controls we might 

be due for another round of rising prices. But Eisenhower 
has given us every reason to expect a most realistic handling 
of the inflation problem. Although there has been some 
slight increase in prices, especially in shoes, I do not be- 
lieve that we shall see any extensive increases during the 
year of 1953. 
' To become a little more specific in our own industry, 
I should like to touch on the cost problem. The shoe re- 
tailer has been faced for.several years with ever-increasing 
costs of doing business and, in some cases, an ever- 
decreasing margin of profit. To quote from my talk in 
Dallas last May: 

“We all know that many branded lines have been con- 
sidered short-profit lines, especially many of us far from 
the source of supply. For a period there was considerable 
tendency towards even closer margins. I am glad to note 
that in many cases the manufacturers of these lines are 
realizing the necessity of wider margins on their shoes 
for the retailer and are making this possible in their re- 
pricing during recent months. Others will follow, 1 am 
We all know that the manufacturer will prosper 


sure, 
only as the retailer prospers.’ 

I am pleased that others have followed and this should 
make for better profits in 1953. It is up to the individual 
merchant to use every effort to keep his costs to a minimum. 

Inventories, for the most part, seem to be well in line. 
There are some exceptions, of course, but in talking with 
many shoe retailers over the country I find that things 
are well in hand and most stores are running on a normal 
inventory. I have talked with some, however, who seem 
to be starving their inventory and in most cases this has 
reflected upon their volume and prestige in their com- 
munity. 

The problem of deliveries will always be before us to 
some extent, at least. I do, however, predict that this will 
be a problem of a lesser degree during the coming year 
than in the past. This is based upon the desire of better 
cooperation by the retailer and manufacturer. There was 
more desire to buy earlier this fall, with the promise 
by the manufacturer that shoes will be shipped on time. 

One very important contributing factor is the new pro- 
motional idea set for March 1, 1953, “The New in Shoes.” 
We now have a definite date to which to point. This is 
a joint promotional program sponsored by the National 
Shoe Institute, under the direction of the National Shoe 
Retailers Association and the National Shoe Manufacturers 
Association and is receiving whole-hearted support by re- 
tailers and manufacturers alike. This promotion alone 
will contribute almost beyond our fondest .imagination 
to better shoe business in 1953. 
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National 
Association of 


Shoe Chain 


Stores 


Frank J. Schell 
President 


HE mood of “tempered optimism” which characterized 

buying plans is still present as the industry gets closer to 
the retail selling period. Sales through the first eleven 
months of the year and for the first half of December 
cm orig that retailers operated in an actively competitive 
period. - 


In dollars, the shoe chain store business will probably 
show an average gain of about four percent for 1952. In 
pairs, their gains may be seven or eight percent, Obviously, 
this performance falls considerably below the rate at which 
factories produced shoes in the second half of 1952. To 
the extent that the high rate of production did not represent 
repletion of inventories, it was “borrowed” from future 
production. It therefore represented the kind of peak 
which almost inevitably is followed by a yalley. It was 
accompanied by sharp rises in the cost of materials. This 
in turn placed the entire industry under the microscope of 
government scrutiny and threatened to bring back price 
controls at all levels. 

Fortunately, the advance buying by retailers served at 
least one valuable purpose in engendering resistance to 
later increases and obviating the need for retailers, manu- 
facturers and tanners to support fully the crest price levels. 


While even the “big” retailers have paid some increases 
for shoes, notably men’s calfskin footwear, they intend to 
absorb the resultant loss in margin because they regard 
current costs as impermanent. 

Earlier buying by retailers for next spring also will 
enable the maintenance of retail prices at current fall levels. 
This means that the exceptional values in shoes offered in 
popular price shoes this past fall can largely be maintained 
through Easter selling. Major price points again will be 
$5 and $6 in women’s novelty shoes, $3 and $4 in flats, 
$8 in men’s dress shoes and $3 and $4 in juvenile footwear. 


There is no reason at this time to revise our earlier 
estimates of retail sales in the first four months. On a store- 
to-store basis, this branch of the industry plans for at 
least a break-even with 1952 and perhaps an increase of as 
much as five percent in dollars. Since average retail price 
per pair will continue about the same as currently, which 
means slightly under that obtained in the early part of 
1952, stores should show pairage gains of about seven to 
eight percent. 


We believe it is important for retailers and manufac- 
turers to view price movements of materials markets in 
greater perspective than they have so far. To achieve this 
perspective, it might be well to recognize the great com- 
petitive struggle in progress between leather and other 
materials. While price alone will not determine the victor, 
the influence of price in this struggle cannot be discounted. 
There:seems to-occur a marked movement toward leather 
and then away from deather as the prices of competitive 
«materials, approach and then move apart. 
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FEW things in the 1953, hide “horoscope” stand a 
Mf pretty fair chance of coming to pass. And here they 
are: 

(1) Cattle slaughter is almost certain to reach an all-time 
high, barring any unforeseen draughts. _By January 1, 
1953, cattle on farms is expected to approximate 93 million 
head, as compared to 88 million at the start of the cur- 
rent year, and 77 million in January, 1949. In the five 
months (June-October) Federal Inspected Slaughter of 
cattle was 5,625,000, an increase of 17.5 percent over the 
first five months of 1952; calf slaughter was 2,446,000, an 
increase of 22 percent, and sheep slaughter was 5,389,000, 
a gain of 12.7 percent. Supplies should be more abundant 
as the season gets deeper and the kill increases. 

(2) As for demand, that picture is somewhat cloudy 
at the moment. However, if hides and skins become more 
abundant, there is good reason to believe that rawstock 
will be priced right for the tanner. Just as supply and 
demand go hand-in-hand, so do price and supply, but they 
must not be separated from demand. That, too, helps 
regulate the price. In short, for rawstock prices to be right 
for the tanner, there must be some demand for leather 
and favorable sources of supply. All three are in sight. 

(3) Calf and kip will probably be in a tight position 
for some time to come. There is a definite shortage of 
both. 

(4) While our domestic market has eased to some extent, 
the world market hasn’t. There is still demand for raw- 
stock in many corners of the earth. Japan and the United 
Kingdom are not the least of these, with Continental Europe 
occasionally making a bid for supplies in this country and 
the Argentine. Our own tanners were surprised a while 
back to discover that rawstock supplies weren't available 
anywhere near the proportion to the demands of U. S. buy- 
ers. All they could purchase was limited quantities. This 
situation could change, but right now it continues to pre- 
vail. 

Such shoe centers as Boston, St. Louis, etc., may find 
themselves with new competition on their hands now that 
the Pacific Coast is tub-thumping for shoe factories. It feels 
it has plenty to offer with a ready-made market on hand. 
One of the strongest proponents of this idea is E. Floyd 
Forbes, San Francisco, President of the Western States 
Meat Packers Association. He declares the West Coast 
offers a potential market for 50 million pairs of shoes 
annually. In support of his contention, he asserts the 
Pacific Coast produces 15 percent of the nation’s hide and 
skin supply, most of which is shipped raw to the East and 
then shipped back in the form of manufactured products. 
Considerable could be saved in freight charges if footwear 
was made on the West Coast in greater volume. 

The National Hide Association is in the best position 
it has ever been in. Several leading firms in the industry 
have affiliated with NHA during the past few months. Dur- 
ing 1953 the association plans a concentrated membership 
drive. 
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HE shoe and leather industry's age- 

old theory that feast always fol- 
lows famine was never better illus- 
trated than by the year 1952. At the 
beginning of this year, when every- 
one was looking for the bottom of 
the barrel which had fallen out and 
disappeared, almost no one would 
have guessed that the shoe industry 
would better the 500-million-pair 
mark and that tanners would again 
be wearing smiles. 

The previous year, 1951, had been 
a lesson of glut and suffer. As the 
industry moved into 1952, the glut 
and suffering still prevailed. Retail- 
ers, manufacturers and tanners were 
hardly on speaking terms. Nobody 
wanted anything from anybody ex- 
cept on a hand-to-mouth basis. The 
glut had continued for nine months 
of 1951, and it looked fat enough to 
continue through a good part of 1952. 
Glum was the word that typified the 
whole situation. 

Then in walked the boss, the con- 
sumer. In 1951, immediately after 
Easter, the boss had suddenly walked 
out on shoe business as well as most 
other businesses. The boss turned in 
disgust on the crazy-high prices and 
shoddy goods being palmed off on 
him. Business had run away with 
prices. It figured it could run away 
with the boss, too. Well, it couldn’t 
and didn’t. The boss refused to buy 
any more. 

Prices dribbled down month after 
month, and still no response from the 
boss. Right into the early months of 
1952 prices continued to be nibbled 
away at until they were down to 
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where the bone was showing. Never- 
theless, Easter proved a disappoint- 
ment. Shoe retailers, right back 
through the manufacturers, tanners 
and suppliers, girded themselves for 
another year of famine. 

Not only had prices been trimmed 
to barest minimums, but inventories 
were anemic. Nobody showed any en- 
thusiasm about nourishing them. 


In Came the Boss 

Then wham—it came. About April- 
May. The boss started coming into 
the stores wanting, strangely, to buy 
and to buy in a wholesome manner. 
But retailers didn’t have the stock 
only skeletal inventories. At first they 
thought the rising wave of customers 
was a mere flash-in-the-pan. They 
held fast, playing it cautious, still re- 
membering those glutted stocks and 
inventory losses of months past. 

But the boss was persistent in his 
efforts to buy. 
that he was serious in his intent. He 
has the cash and he needed and 


It was soon evident 


wanted the goods, 

Retailers finally believed him. And 
all together they rushed to market. 
Shoe manufacturers shook _ their 
heads unbelievingly. And tanners in 
their turn likewise. Everybody rushed 
to market to buy the stuff to make 
the goods and fill orders. It was 
impossible for producers of leathers 
or shoes to meet deliveries on such 
short order. Countless retailers were 
disappointed with late fall deliveries. 
But there was no pinning any blame 
anywhere. Nobody had been pre- 
pared, 
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Month after month the tide rose. 
Each month was surpassing even the 
generous estimates of shoe and 
leather output made earlier. Each 


month, beginning about June, shoe 
production was showing whopping 
gains of 5 to 25 percent above the 
corresponding month of 1951. 


Now, there was one miraculous 
thing through all this turmoil. Prices 
held their ground—low ground. Chief 
reason for this was the heavy accu- 
mulation of inventories—or the avail- 
ability of raw or finished materials— 
with which to make finished goods. 
Supply was ample for demand. More- 
over. still fresh in everyone’s mind 
was the runaway market of some 
18-24 months earlier—and the dam- 
age done by it. Psychologically the 
industry was delicately conscious of 
the need to steer clear of speculative 
forces that could kill this rising boom 
as it had the last one. Sanity was in 
the market place. There were spots 
of creeping inflation, of course, but 
they were successfully fought off. 

Fall business at the retail level 
proved wholesome and _ gratifying. 
Retailers had regained a liquid cash 
position. This, backed up by a sound 
optimism for the months ahead, in- 
tensified the buying mood. When the 
National Shoe Fair opened in Chi- 
cago in late October, manufacturers 
went to the show substantially booked 
ahead. Many were amazed to see the 
continued buying action at the Fair. 
Several things inspired this mood and 
action. 


(Concluded on Page 112) 
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Wheels within wheels—the new head of the 
OPS, Joseph T. Freehill, opposed decontrol of shoe price 
ceilings when the Government took action several months 
ago. Now, his friends say, he'd like to prove he was right 
by slapping back the controls. That's why his first action on 
assuming his new office was to order a resurvey of the situ- 
ation. 


Freehill takes over at a good time, accord- 
ing to his views. Many shoe manufacturers have increased 
factory prices an average of four to five percent at a time 
when, so says OPS, there was little justification on the basis 
of costs. Privately, one OPS official called it “gouging.” 
Another, in a public statement, called the increase “unjusti- 
fied,” 


Despite Freehill’s opinions, OPS faces an 


uphill fight in any drive to reimpose shoe controls. 
The break in rawstock prices, first in hides, and last week in 


| calfskins promises to end pressure on tanners and, in turn, 
» on shoe manufacturers. 


OPS is well aware that the outlook 
is for hide and skin prices to stabilize, possibly decline, with 
consequent stabilizing effect upon shoes. 


It’s certain that any recontrol action by OPS 
would involve hides and skins and leather as well as shoes. 
Result is Government is toying with idea of readjusting rela- 
tionship between prices at all levels (see L&S, Dec. 20 issue ). 


OPS had agreed that any new recontrol action 
should freeze prices of hides and skins, leather and shoes 
at levels well below previous ceilings. Also, that sheep and 
goatskins should also be put under dollar-and-cents ceilings. 
These decisions in themselves would tend to slow any action. 
Agency would have to figure new ceilings, based on current 
selling prices. 


Actually, the longer OPS hesitates, more 
unlikely is recontrol. When new administration takes 
over in Jan., OPS will undoubtedly get a “hold everything” 
order. Agency apparently raising all this current fuss to 
prove its need to Eisenhower. New president does not favor 
controls in any form unless vitally needed—and situation is 
far from critical now. Those close to industry realize the 
whole fuss is merely tempest in teapot—that it will be a long 
time before any real inflation takes place in shoes. 
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Hope for killing of excise tax on leather 
goods rises again. Dormant since outbreak of Korean 
war, the “kill-the-excise” movement is showing new signs 
of life. Excise was on brink of reduction just as war broke 
out. Now, with “cut taxes” feeling popular again, industry 
may be able to eliminate at least part of annoying burden. 


Representative John D. Dingell of Michigan, 
No. 2 ranking Democrat in House tax-writing ways and 
means committee, has promised to introduce legislation in 
Jan. calling for complete elimination of 20% tax. Dingell 
measure is Certain to come under close scrutiny. It will roll 
back scores of excises to 1939 levels, eliminate many others. 


This year has proved memorable one for 
handbag industry. National Credit Office, Inc., has re- 
vealed that downtrend in handbag sales, snowballing since 
1947, was first halted in 1951, reversed in 1952. Last year, 
sales were slightly above the $120 million reported ir 1950. 
This year, they promise to be even higher despite lower prices. 


However, profits of handbag manufacturers 
have continued to drop. In 1951, they were below 
1950, due mainly to increased taxes. In 1952, they may be 
even less, percentagewise. However, increased business has 
been good for industry, witness reduction of failures—from 
29 in 1950 to nine last year. Fall sales this year have ex- 
ceeded those of 1951. More important, survey reports that 
“all indications point to continued good business in the 
spring of 1953.” 


Army has announced new type combat mit- 
ten to be tested in Korea this winter. Mitten still in 
experimental stage and won't be adopted for standard issue 
until worth is proved under actual combat conditions. 


New coldbar (so-called) mitten insert is 
made of same kind of unicellular modified vinyl plastic 
sponge as used in coldbar uniform. Insert is molded in one 
piece, including cuff, compartment for thumb, another for 
forefinger, and still another for three fingers. It is worn 
inside an outer covering which has leather palm and water 
resistant back of duck material. 
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OPS STILL EYES SHOE RECONTROL 








HIDE PRICE BREAK 
FAILS TO CONVINCE 


New Agency Head May Force 
Action 


The Office of Price Stabilization, 
unconvinced by recent breaks in raw- 
stock prices, is still dangerously close 
to reimposing price controls on shoes 
and possibly hides and skins and 
leather, LEATHER AND SHOEs learned 
this week. 

Despite definite weakening of 
packer hides prices since early Dec. 
and the precipitous decline of 5 to 10 
cents a foot in selling prices of calf- 
skins on Thursday, Dec. 18, Govern- 
ment price officials are reported seri- 
ously considering adoption of a new 
set of controls on shoes. 

The OPS explained its apparent 
stubbornness as follows: First, it 
pointed out that the spectacular drop 
in calfskin prices, which took the 
entire industry by surprise, did not 
affect the overall situation to any 
degree. Calf leather, the agency 
declared, is used only on 10-15 per- 
cent of the nation’s shoes and con- 
sequently will not affect prices of 
volume shoes. 


Final Test 

As for the easing of hide prices, 
the agency said the final test here 
would be the effect upon shoe prices. 
If the latter showed appreciable 
increases, OPS was prepared to re- 
control shoes alone, by-passing both 
rawstock and leathers. 

Industry sources, puzzled as the 
Government’s continued determina- 
tion to recontrol prices in a market 
that gave promise of stabilizing at its 
strongest, more possibly declining 
over the long run, were at a loss to 
explain the growing furore. 

However, sources close to Joseph 
T. Freehill, new head of OPS, had 
an explanation that may hit close to 
the truth. Freehill, they pointed out, 
was opposed to decontrol of shoes 
from the first moment it was con- 
sidered. 

The recent action of many shoe 
manufacturers in announced factory 
price increases on spring lines has 
given Freehill just the excuse he 
needs. Now he is claiming that he 
was right about the situation from 
the start. One of his first actions 


after taking over office was to order 
a survey of shoe prices. 

However, even Freehill is aware of 
the many difficulties OPS would face 
in reinstituting shoe price controls. 
Recontrol of shoe prices alone would 
only be skirting the issue, since the 
action would have little meaning 
unless it were extended throughout 
both heather and hides and _ skins. 
With rawstock definitely on the 
decline, at least for several weeks, 
OPS would have a hard time explain- 
ing away any action here. 

The agency is still trying to work 
out a new listing of prices but has 
not progressed very far as yet. Offi- 
cials agree that new ceilings should 
be well below earlier ceilings. Also, 
they favor putting goat and sheep 
skins on a dollar-and-cents basis. 

The betting in Washington is that, 
even if OPS should step in with a 
rash recontrol action tomorrow, it 
would be nullified quickly by the 
new administration when it takes 
over. For this reason, industry lead- 
ers are not too disturbed by the 
tempest at OPS. : 


Season’s 
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MASSACHUSETTS SHOE 
PACT STILL UNSETTLED 


Final Meeting With Mediator 
On December 29 


Representatives of United Shoe 
Workers of America, CIO, and Massa- 
chusetts shoe manufacturers were 
scheduled to meet with a state media- 
tor on Monday, Dec. 29, in a last 
attempt to reach agreement on the 
1952 contract. 

“Slight progress” was reported in 
an earlier meeting with a mediator, 
according to Angelo Georgian, union 
regional director. However, the meet- 
ing was adjourned with both sides 
still far apart in-their views. 

Georgian said the union has re- 
duced its demands for a wage in- 
crease from 15 to 10 percent and has 
dropped entirely its demand for two 
additional paid holidays. The CIO 
is also seeking a second week’s paid 
vacation for the close to 12,000 work- 
ers it represents in some 60 Massa- 
chusetts plants. 

Members of union locals in Haver- 
hill, Boston, Lynn, Salem, Chelsea 
and other shoe centers have already 
voted to strike if agreement is not 
reached by midnight, Dec. 31, when 
the existing contract expires. 

Neither management nor union 
officials would commit themselves on 
the question of a strike although both 
sides pointed out that last minute 
negotiations had resulted in agree- 
ments over recent years. 


REED HUMS AGAIN 

Production has been resumed at 
the E. P. Reed & Co. shoe manufac- 
turing plant here which changed 
hands recently. 

David R. Schlossman of Rochester 
and Ralph M. Abrams, president of 
Palizzio of Manhattan, head new 
owners of the firm. Initial output of 
the plant will be 1,200 pairs of shoes 
a day, said Schlossman. 

The company is reported to have 
a backlog of unfilled orders for 
50,000 pairs of shoes. Caught in a 
financial squeeze which led to its sale, 
the company had been virtually shut 
down in recent months. Normally it 
employs more than 400 workers. 

The new owners said the same line 
of shoes formerly sponsored by the 
Reed company would be continued. 
The company name will remain un- 
changed. 
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MILITARY SHOE ORDERS 
DOWN IN FISCAL 1952 


Army Bought 7,000,000 
Pairs By July 


The Department of the Army, big- 
gest of military buyers, reports ex- 
penditures of about $59 million for 
shoes, including rubber footwear and 
leather goods (mostly gloves) for 
the fiscal year ended July 1, 1952. 

1. An outlay of just above $49 mil- 
lion for nearly seven million pairs of 
leather men’s and women’s boots and 
shoes. 

2. A total of $7,335,980 for about 
430,000 pairs of rubber boots and 
overshoes. 

3. An expenditure of $5,327,955 
for a total of 2,949,447 pairs of 
leather gloves. 

4. An outlay of $61,000 for leather 
pouches and officers belts. 

Shoes, women’s, white, 
pairs, $63,653. 

Shoes, women’s, tan, 10,008 pairs, 
$42,934. 

Shoes, service, russet, composition 
sole, 312,024 pairs, $2,040,991. 

Shoes, low, tan, 2,181,108 pairs, 
$10,654,444. 

Shoes, field, composition sole, 
2,400 pairs, $13,800. 

Shoes, safety toe, 74 pairs, $518. 

Boots, service, composition sole, 
2,688 pairs, $21,450. 

Boots, combat, russet, 2,549,028 
pairs, $23,340,030. 

Boots, russet, reserve stocks, 1,803.- 
000 pairs, $12,014,250. 

Boots, combat, 111.996 
$894,628. 

Also, rubber footwear as follows: 

Boots, rubber, hip, 780 pairs, 
$4,914. 

Boots, combat, rubber insulated, 
400,120 pairs, $7,226,316. 

Overshoes, rubber, low, 
pairs, $4,402. 

Overshoes, 
$104,750. 

Gloves, leather, heavy, 1,127,100 
pairs, $1,738,278. 

Gloves, leather, welding, 15,032 
pairs, $21,716. 

Gloves, shell 
pairs, $3,495,725. 

Gloves, cotton, leather pads, 35,000 
pairs, $27,000. 

Gloves, leather, 27,300 pairs, $45,- 
236. 

Officers’ leather belts, $3,366. 

Pouches, leather, 14,592, $23,996. 

Pouches, first aid, 21,805, $34,258. 


The Marine Corps reports expendi- 
tures of $3,412,587 for footwear 
during the fiscal year that ended last 


14,304 


pairs, 


3,144 


high, 28,008 pairs, 


leather, 1,745,015 
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June 30. In addition, it reports ex- 
penditures of $1,056,543 for leather 
gloves. 

The Navy spent $10,384,752 for 
shoes during fiscal 1952, and about 
another million for black, wool-lined, 
leather gloves. It also bought other 
leather goods, a spokesman. said. 
Here’s the list: 

Men’s shoes, low, black, 1,653,251 
pairs, $7,195,247. 

Men’s shoes, low, brown, 140,118 
pairs, $671,082. 

Men’s shoes, general purpose, 504.- 
976 pairs, $2,265,629. 

Men’s shoes, field type, 44,000 
pairs, $192,618. 

Women’s oxford shoes, 9,100 pairs, 
$36,764. 

Women’s black pumps, 2,816 pairs, 
$12,812. 

Women’s pumps, 2,000, $10,600. 

Gloves, black, wool-lined, leather, 
400,092 pairs, $995,154. 

The Air Force spent about $45,000 
for leather shoes and leathers during 
fiscal 1952, a spokesman said. Here’s 
the list: 

Women’s, low quarter shoes, 3,948 
pairs, $15,600. 

Leather, sole strip, 50,000 pounds, 
$29,750. 


NLRB Rules For And 


Against Shoe Firm 

Washington Shoe Manufacturing 
Corp., Washington, Mo., won part 
of a case and lost another in an action 
before a trial examiner of the Na- 
tion! Labor Relations Board. 

The findings of the examiner, Syd- 
ney S. Asher, Jr., now go to the full 
board for a final decision. Both the 
Boot and Shoe Workers Union, AFL, 
and the CIO United Shoe Workers 
are involved in the case. 

Asher recommended dismissal of 
a complaint charging the company 
discriminated against an employe, 
Guy F. Sullentrup, for CIO union ac- , 
tivity. 

Asher found the company did dis- 
criminate against Clyde Cecil Isgrig 
and Avery Cahill for AFL union ac- 
tivity. He recommended Isgrig be 
made whole for loss of pay, but, after 
company officials accused Cahill of | 
“dishonest” action, the examiner 
failed to recommend reinstatement or | 
back pay for him. 

The company, a subsidiary of Deb 
Shoe Co., Inc., Washington, Mo., 
produces women’s specialty shoes and 
has been incorporated since Dec. 18, 
1950. 








FAMOUS, FOURSOME’S FEET FITTED 








Little Betty Manning, smallest and only feminine member of the famed Man- 
ning quadruplets of South Weymouth, Mass., is fitted to her first of Buntees 
Hand-Lasted Moccasins while brothers Robert, Richard and John Joseph, Jr., 
look on. Fitting Betty is Dorothy Francis Potvin, R.N., director of R. J. Potvin 
Shoe Co.’s Child Foot Research Dept. The firm has arranged to make a three- 
year case study of the foursome’s feet. Potvin will supply the “Quads” mocca- 
sins over the three-year period and keep records of their foot development 


during this time. 
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Schmerer Hide Orders 
Made In Good Faith 

The news item which appeared in 
these columns on Dec. 20 may have 
created the erroneous impression that 
Leonard Schmerer and his two New 
York firms, Leonard Schmerer & 
Co. and Sherman International Ltd., 
wilfully violated Office of Interna- 
tional Trade export regulations in 
selling hides and skins to Japanese 
sources. 

The Schmerer company has en- 
tered a consent decree to OIT 
charges, admitting in effect that it 
did technically violate export regu- 
lations in early 1951. Schmerer was 


also charged with obtaining export 
licenses (to fill Japanese hide and 
skin orders) by using the names of 
other hide and skin firms. The other 
firms, by arrangement, would then 
fill the orders originally obtained by 
Schmerer. 

Actually, all arrangements were 
made with full knowledge of officials 
of other hide and skins firms. The 
Schmerer company had the original 
hide and skin orders and held credits 
for the majority. Its action in ar- 
ranging for other firms to fill some 
of these orders was done in a mis- 
taken belief as to the propriety of the 
action. 
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BARKEY IMPORTING CO., Inc. 


44 East 53rd St. 
New York 22, N. Y. 


IMPORTERS 


VEGETABLE TANNING EXTRACTS AND 
RAW MATERIALS 


Wattle Extract 

Quebracho Extract 

Valonia Cups, Beards 
Valonia Extract, Valex Brand 
Mangrove Bark 


SOLE AGENTS FOR UNITED STATES AND CANADA 


ITALIAN CHESTNUT EXTRACTS 


Solid and Powdered 


Produced by 


LEDOGA S. p. A. 


Milano, Italy 
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A. F. SCHROEDER, JR. 
HEADS ATLAS REFINERY 


Arthur F. Schroeder, Jr., was 
elected president of Atlas Refinery, 
inc., Newark producer of tanning 
and leather oils, at a meeting of the 
board of directors on Dec. 19. He 
succeeds Mrs. Leslie E. Schroeder, 
who has resigned as president and 


director following sale of her capital 
stock in the corporation. 

Edward A. Schroeder, Jr., presi- 
dent of J. F. Schroeder Hairfelt Co. 
of Newark, was elected a director. 

The new president of Atlas, now 
approximately 90 percent owner, has 
been associated with the firm since 
the death of his father in 1947. He 
has held the office of executive vice 
president since the death of his uncle, 
Leslie E. Schroeder, in 1948. 

Atlas Refinery was founded in 
1880 and incorporated in 1897 by 
Frederick Schroeder, grandfather of 
the newly-elected president. For three 
generations, the firm has been iden- 
tified with the tanning industry. It 
also produces animal oils for many 
other industries. 

Offices and plant are located at 
142 Lockwood St., Newark, with 
sales offices in Chicago and Mil- 
waukee. 


NOVEL LEATHER SHOW 


A novel demonstration of the 
“breathing” qualities of leather was 
given recently at the British Shoe 
and Leather Fair, held Nov. 17-21 in 
London. The display was prepared 
by the Leather Publicity Council, the 
English counterpart of the Leather 
Industries of America Inc. 

A glass casing was divided by a 
strip of leather stretched completely 
across it. On one side was a lighted 
candle, on the other an air blower. 
When the blower was turned on the 
candle’s flame flickered noticeably, 
underlining the contention — that 
leather “breathes.” 
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OCTOBER SHOE OUTPUT 
19% ABOVE LAST YEAR 


Women’s Total Shows Gain 
Of 4 Million 


Production of shoes and slippers 
in Oct. totaled 46,341,000 pairs, an 
increase of close to eight million pairs 
or 19 percent over the 38,783,000 
pairs produced in Oct. a year ago. 
Oct. 1952 output was five percent 
above the 37,842,000 pairs reported 
in Sept. 1952, the Census Bureau of 
the Commerce Department reports. 

Women’s shoes, sandals and play- 
shoes showed one of the largest in- 
creases for the month, totaling 19,- 
446,000 pairs, almost four million 
pairs or 24 percent over the 15,713.- 
000 pairs reported in Oct. 1951. Oct. 
1952 women’s output was approxi- 
mately level with the 19,419,000 pairs 
produced in Sept. 1952. 

Similar increases were reported in 
all other shoe categories. Men’s out- 
put totaled 9,339,000 pairs or seven 
percent above the 8,755,000 pairs 
produced in both Oct. 1951 and Sept. 
1952. Youths’ and boys’ shoes were 
up 30 percent over last Oct.; misses’ 
up 30 percent; children’s, 27 percent: 
infants’, 18 percent and babies’, up 
12 percent. 

Output of slippers for housewear 
amounted to 6,442,000 pairs, 19 per- 
cent above the 5,395,000 pairs re- 
ported last Oct. and 14 percent above 
the 5,638,000 pairs produced in Sept. 
1952. 

Footwear shipments in Oct. totaled 
47 million pairs, valued at $167 mil- 
lion, an average value of $3.58 per 
pair shipped. Average value in Sept. 
was $3.65 while in Oct. 1951, it was 
$3.78. 


Loewengarts Visit 
European Markets 

Arthur and Richard Loewengart 
of Loewengart and Co., New York 
tanner, have departed for Europe on 
a survey of leather and raw material 
markets. Purpose of the visit is to 
coordinate future delivery and pro- 
duction schedules and increase the 
company’s purchasing and sales ef- 
ficiency in various countries. 

The itinerary will also include the 
Near and Far East, with visits to 
Loewengart representatives in Eng- 
land, France, Italy, Holland, Belgium, 
Sweden, Switzerland, Spain, Israel, 
India and Pakistan. Both Loewen- 
garts will return to the U. S. in Feb. 

The company has announced the 
appointment of Seymour Nesbit of 
Nesbit Hide and Leather Co., Los 
Angeles, Cal., as West Coast agent. 
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SHOE PRODUCTION ANALYZED 





October 
1952 
Kind of footwear 
Shoes and slippers, total 
Shoes, sandals, and playshoes 
Men’s 
Youths’ and boys’ 
Women’s 
Misses’ 
Children’s 
Infants’ 1,948 
Babies’ 1,190 
Athletic 286 
Slippers for housewear 6,442 
Other footwear 428 


46,341 
39,185 
9,339 
1,709 
19,446 
3,008 
2,545 


Production 
(thousands of pairs) 


September 


Percent change 
October 1952 


compared with 


October 
1952 1951 1952 
38,783 +5 
32,822 +4 
8,755 +6 
1,319 -~6 
15,713 
2,321 
2,000 +11 
1,661 1,653 +17 
1,121 1,061 +6 
264 205 +8 
5,638 5,395 +14 
356 361 


44,100 
37,842 
8,775 
1,826 
19,419 
2,740 
2,300 


+10 


September October 


1951 


+19 
+19 
+7 
+30 
+24 
+30 
+27 
+18 
+12 
+40 
+19 
+19 








TANNERS REPORT SAVINGS 
UP TO THREE DAYS 





' Skins soaked only 24 hours in 

» water at 65° to 70°F., con- 

) taining 0.7% Hooker Sodium 
Tetrasulfide, are sufficiently 
softened for drumming. 


’ Even flint dried steer hides 

" are frequently ready to pro- 

| cess after only 48 hours in the 
same strength solution. 


, A24-hour soak for green salted 
hides and skins, in 0.3% 
_ Hooker Sodium Tetrasulfide 
» solution, gives cleaner hides, 
more uniform tannin distri- 
bution, a higher leather yield. 


ELECTROCHEMICAL 


COMPANY 





ines BULLETIN 505 tells 
how tanners are cutting 
soaking time in half by using 
Hooker Sodium Tetrasulfide 
solution. It describes uses 
and advantages of this time- 
saving and money-saving 
new chemical. A request on 
your company letterhead 
will bring you a copy. 


The Hooker technical staff, 
constantly at work on pro- 
cessing needs of the leather 
industry, is always on call 
for help in solving your par- 
ticular problems. 


| UNION ST., NIAGARA FALLS, N. Y. 
NEW YORK, N. Y. © CHICAGO, ILL. 
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FLEXIBLE, 


cut ‘S D0 


..your guarantee of 
complete satisfaction 


MERCERSBURG P 
AP IIOL,| LOEWENGART 


Mercersburg Cut Sole Company, Inc. 





Season's Greeting from 
LLOYD LABORATORIES ; 
Yanufacturers of Leather Emulsions ry 
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WARS RSE RSS 


Peabody, Massachusetts 
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RETAILERS HIT LATE 
SHOE DELIVERIES 

In its Nov. 29 editorial entitled 
“Spurt-And-Sputter Shoe Business,” 
LEATHER AND SHOES cited poor and 
late ordering by retailers as one of 
the prime causes of late deliveries 
and lost sales. 

Now, Nathan Hack, honorary presi- 
dent of the Michigan Retailers Asso- 
ciation, writing in the Association’s 
official publication “Footsteps,” gives 
us a few of the retailers’ gripes, all 
directed at the manufacturer. Here 
they are: 

1. Under-production due to un- 
willingness to engage in free enter- 
prise. Too many manufacturers wait 
for their production to be guaran- 
teed by advance orders before they 
enter even a pair in the works. Yet 
they have the nerve to charge re- 
tailers with a lack of foresight. We 
should invest in inventories, guessing 
far ahead at what will go—and in 
what sizes, but not they! 

2. Hoggishness revealed in over- 
selling, scrambling for more and 
more new accounts during boom 
periods in which they are unable to 
satisfactorily supply their established 
accounts. This, they seem to regard 
as insurance against the loss of their 
old accounts—and it surely insures 
that they will lose out on all but the 
most long-suffering. In other words, 
biting off more than they can chew. 

3. Inefficient shipping, including 
lackadaisical stock room service and 
poor trafic management. When 
orders come in, they should be proc- 
essed promptly and shipped via the 
fastest routing consistent with cost. 

4. Stupidity at top-level which 
implies that retailers know nothing 
and that their wishes are to be dis- 
regarded as incompetent, immaterial 
and inconsequential. In other words, 
the attitude that retailers neither 
know what they want nor what they 
should want. 


LEATHER CRAFT BOOK 

Doris Aller, the San Francisco 
housewife whose versatile talent in 
many hand crafts has won her na- 
tional recognition, has written a new 
book—Sunset Leather Craft Book— 
which contains detailed instructions 
for beginners and 22 projects which 
are expected to interest even experi- 
enced craftsmen. 

Creator of many beautiful leather 
items, Mrs. Aller explains basic tech- 
niques and provides large patterns for 
use in making duplicates of the many 
handbags, gloves, moccasins, belts, 
billfolds, toys and other leather ob- 
jects she herself has produced. 
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FREEHILL THREATENS 
SHOE PRICE RECONTROL 


New OPS Director Orders 


Investigation 


Shoe price controls will be rein- 
stituted “without delay” if retail 
prices rise appreciably, Joseph H. 
Freehill, newly-appointed director of 
the Office of Price Stabilization, stated 
late last week. 

In a press statement, Freehill re- 
ported he has launched a full-scale 
investigation of current retail shoe 
prices. Results of this investigation 
will be used in determining OPS 
action. 

The question of recontrol arose 
again after several weeks of inde- 
cision by former OPS director Tighe 


Woods. Woods had threatened recon- 


trol if he found “appreciable rises” 
in selling prices but the matter 
appeared to have died when the hide 
market softened three weeks ago. 

Speaking on OPS plans, Freehill 
said ... “we have received some 
reports of price increases for shoes, 
particularly children’s shoes, since 
the ceilings were suspended this fall. 

“IT have asked our staff to inves- 
tigate these shoe price increases. 

“If this investigation shows shoe 
prices are rising appreciably, con- 
trols will be reimposed without de- 
lay.” 

However, observers read a “hands- 
off” attitude into Freehill’s state- 
ment. They pointed to the recent 
stabilization of hide prices as bound 
to have a dampening effect upon any 
planned price increases. 


MAINE SHOEMEN 
DISCUSS WAGE BOOST 


Members of the Auburn Shoe Man- 
ufacturers Association, which repre- 
sents shoe manufacturers in the 
Auburn-Lewiston, Me., area, will 
meet on Monday, Dec. 29, to discuss 
a wage increase sought by shoe work- 
ers in their plants. 

The workers, represented by the 
Lewiston-Auburn Shoeworkers’ Pro- 
tective Association, have asked for 
a cost-of-living wage boost and other 
benefits, according to Marke H. 
Burke, secretary - treasurer of the 
union. 

The union represents some 3,500 
workers employed in 15 plants. Al- 
though the current contract does not 
expire until Aug. 1953, the union 
invoked a wage reopening clause. 

Burke said the last pay increase 
given Lewiston-Auburn shoe workers 
took place in Dec. 1950. 
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BIAS BINDING 
Accepted as the most efficient and most 
economical method of binding insoles edges. 


Now in long-wearing Vinyl finishes—Scuff Proof 
—No repair problems. 
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Norman Nelson, St. Paul, Minn. 
Robert M. Lindgren, Harrisburg, Pa. 


Joseph W. Hall, Inc., Rochester, N. Y. 


A. 3. & J. BR. Cook Inc., 
Los Angeles and San Francisco, Cal. 


Irving Fife, New York 
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MILITARY 
BIDS AND AWARDS 





Leather Items 

January 9, 1953—TAP-30-352- 
53-96 — Four leather items for the 
Medical Supply Depot in St. Louis, 
Mo. Deliveries must be completed 
by April 30 and May 29. Opening, 
New York, 11] a.m. 

Various Leathers 

January 9, 1953—TAP-30-352- 
53-95, covering invitation to bid on 
8,103 parts various leathers. Bids 





opened in New York at 1] a.m. with 
delivery to various destinations be- 
tween Feb. 28 to March 31, 1953. 
For the armed forces. 


Gloves 

January 15, 1953—TAP-30-352- 
53-54 — 8,190 prs. gloves, electrical 
workers, 5,000 volt; vulcanized rub- 
ber or rubber compound, seamless, 
curved finger style; approximate 
over-all length 14”; delivery to fif- 
teen different destinations must be 
completed not later than May 135, 
1953; opening: New York, 2 p.m.; 
this procurement for the United 
States Navy. 





probletms in new styles 
unusual weights. 


for successful performance. 


WINDRAM 


COMBINING — ELASTICIZING 


3 Dorchester Street 





IN SHOW BUSINESS AS IN SHOE 
BUSINESS GOOD BACKING PAYS OFF 


For 85 years smart shoe manufacturers have turned to 
Windram for good backing. For the correct solution o backing 
new fabrics—special materials—and 


And Windram merits your business because it offers you two 


skills: KNOW-HOW and SERVICE. The right combination 


BACKING CLOTH and PLASTICS 


WINDRAM MANUFACTURING COMPANY 
Established 1867 


So. Boston, Mass. 
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Gloves 

January 16, 1953—TAP-30-352- 
53-NEG-47—32,000 prs. gloves, pro- 
tective, impermeable M-3 (rubber) ; 
100 percent export pack. FOB des- 
tination—Columbus General Depot, 
Columbus, O.; delivery at the rate 
of 6,400 ea. during May, June, July, 
August and September, 1953; this 
invitation will be negotiated by 
ASTAPA — purchasing agent, Miss 
Gertrude Schneiderman; contracting 
officer, Capt. Raymond Wool; nego- 
tiation session, New York QM Pur- 
chasing Office, 111 East 16th Street; 
2 p.m. in the afternoon; this pro- 
curement is for small business con- 
cerns. 


AWARD BOOTS 

The Hood Rubber Company, Wa- 
tertown, Mass., was the only bidder 
at the opening of ASTAPA Invitation 
TAP-30-352-53-44, offering to supply 
the total quantity, 1,795 prs. fire- 
men’s rubber boots. Prices quoted 
ranged from $10.08 per pr. to $10.98 
per pr. depending on the thirteen des- 
tinations specified by the Navy, for 
whom the procurement was being 
sought. Hood offered no discount 
and specified a 60 days acceptance 
time, 


BRISTOL WINS ORDER 

There was only one bidder at the 
opening of ASTAPA invitation TAP 
30-352-53-37—65 satchel-type money 
bags for three destinations: Bayonne, 
N. J.; Philadelphia, Pa.; and Nor- 
folk, Va. The lone manufacturer who 
responded to the call was Bristol 
Manufacturing Co., Boston, Mass., 
which offered to supply total quan- 
tity at $21.48 ea.; 60 days acceptance, 
net. 





Wage Hike For Billig Shoe 
Workers 

Hourly pay increases of three to 
six cents and adjustments in various 
piece work rates are provided for 
in a new one-year contract, retroac- 
tive to Dec. 1, negotiated between 
Billig Shoe Co., Peckville, and Local 
13164, District 50, United Mine 
Workers of America, it was an- 
nounced by Regional Director Jo- 
seph Verbin. The pact covers about 
400. 

Employes with one to three years’ 
service get three cents hourly ad- 
vances; three to five years, five cents, 
and over five years, six cents, accord- 
ing to District 50 Field Representa- 
tive Alfred Cherney. 
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® C.S. Herr has been appointed vice 
president in charge of woods opera- 
tions by Brown Co., manufacturer of 
innersoles and other products in Ber- 
lin, N. H. 


®@ Angelo G. Georgian, Massachu- 
setts territorial representative for 
United Shoe Workers of America, 
CIO, was re-elected to the CIO Strate 
Executive Board at a recent meeting 
in Boston. He has been named chair- 
man of the finance committee. Lor- 
enzo S. Bergeron, manager-treasurer 
of the union in Massachusetts, was 
named to the constitutional commit- 
tee. 


® William H. Rogers has resigned 
as superintendent of Snyders Shoe 
Co., Chaffee, Mo., maker of women’s 
Slip-lasted casuals. No successor has 
been named as yet, according to Lee 
Snyders, president of the firm. 


® Louis De Masi of Beleganti, Inc., 
Brooklyn women’s shoe manufacturer, 
has been named making rocm foreman. 
He has been with the firm for the past 
eight years. 


@ Lucian D. French has _ been 
elected president of Charles Cushman 
Shoe Co. of Auburn, Me. E, Far- 
rington Abbott, Jr., was named 
treasurer. French was formerly buyer 
and assistant to the president. 


® Leonard Partow has joined Regal 
Shoe Co., Whitman, Mass., as director 
of the firm’s leased department divi- 
sion. He succeeds Ed Caffrey, who 
has resigned from the firm. Regal is 
reported as planning to add another 
100 departments over the country 
within the next two years. 


®@ Joseph Skolnick is now stitching 
room foreman at Myrna Shoe Co. in 
Manchester, N. H. He was formerly 
with Derman Shoe Co. of Milford, 
Mass. 


® Harold Garfield has been named 
purchasing agent for Breed Sandal of 
Lynn, Mass. 


® Louis Milender has opened the 
Loumis Leather Co. at 95 South St., 
Boston, where he will engage in the 
distribution of a complete range of 
Elk and smooth side leathers. 
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® Hy Rabkin of Bon Tell Footwear 
Corp., New York, has been elected 
president of the New York Associa- 
tion of Younger Shoemen. He suc- 
ceeds Maury Delman of Delman, Inc. 
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W. A. Holeomb D.C. Kennedy Co. A. J. & J. R. Cook Co. 


San Francisco 


Cincinnati St. Louis 
Ohio Mo. 


William Burroughs of Berns Shoe Co. 
was elected vice president. Vincent 
Guida of Guida Wood Heel Co. was 
re-elected treasurer, Kenneth Holmes 
of United Last Co. was re-elected sec- 
retary and John Marino of John Ma- 
rino & Son, Inc., assistant treasurer. 


@ L. E. Langston, Jr., has been 
elected vice president of Volk Bros., 
Dallas retailer. He has been with the 
company since 1936. He is the son 
of Lee Langston, executive vice presi- 
dent of the National Shoe Retailers 
Association. 
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MOCCASIN 
COWHIDE 


at its colorful best 


Fashionably Soft for comfort. Most 
Adaptable to laced moccasins 
and casuals . . . finest full grain 
you've ever seen! 

SHOE SPLITS: Grain finished for 
mellow chrome uppers . . . Retan 
for soles... 

GLOVE SPLITS: Complete price 
range . . .Quality always uni- 
formly high. 


Write for swatches today! 
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TANNING CO. 
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HOLIDAY SEASON SLOWS SALES 
ON NATION’S LEATHER MARKETS 


Tanners Sold-Up, Shoemen Bought-Up As End Of Year 
Approaches 


NEW YORK MARKETS 


Upper Leather: Not much done 
the past week and it appears that the 
trading will be slow right through 
until the end of the year. Shoe man- 
ufacturers have done plenty of buy- 
ing the past few months and the main 
cry now is for delivery of leather al- 
ready bought. Though most tanners 
admit to little new business they all 
are very busy making deliveries on 
orders taken in the past. 

Price lists on elk, large spread, 
generally 43-45c and down but it is 
generally conceded that tanners will 
shade these prices. In fact, it is 
openly adanitted that prices are 1 to 
2 cents off now. 

In calfskins, new business also 
slow. Women’s weight suede about 
95c to $1.00 down and on smooth 
about 85c to 90c down. Demand for 
kid leather also off. 

Reptile Leathers: Tanners have 
enjoyed a good business in snake 
skins the last few months and prices 
have been firm but now trading has 
slowed down. Tanners now putting 
their sights on the fall business with 
its usual demand for alligator and 
alligator lizards. 

Sole Leather: Business is slow 
here but most tanners are very well 
sold ahead and not inclined to worry 


about the lack of orders. The 10 iron 
and bends still quoted at 56c and the 
9/10 iron at 58c, with most tanners 
holding firm at that range. Some 
have been able to buy at a few cents 
less. 

Bellies, cows and steers remain at 
26c. Double rough shoulders also 
firm at about 54c for tannery run. 
One large tanner advanced his price 
to 56c and is firm because of his well 
sold up position. Men’s waist belt 
double shoulders at 59c to 61c as to 
tanner. 


Sole Fair 

Boston sole leather tanners still do 
a little business in fair volume, con- 
sidering time of year. Christmas and 
New Year commonly bring slow- 
down, particularly since most shoe 
manufacturers have already filled 
initial spring leather requirements. 
Yet, a little leather is sold here and 
there at unchanged prices. 

Bends sell as follows: 10 iron and 
up around 55c and down, 9/10 irons 
58-59c and below, medium bends 63c 
and down, and lightweights 70-72c 
and down. No indication of further 
changes until New Year. 

Sole leather tanners of Philadelphia 
find business continues quite active. 
Findings remain extremely slow but 
everything else still in good demand. 
Tanners quote no price changes. 





Prices and Trends of Leather 


KIND OF LEATHER 





CALF (Men’s HM) 

CALF (Women’s) 

CALF SUEDE 

KID (Black Glazed) 

KID SUEDE 

PATENT (Extreme) 
SHEEP (Russet Linings) 
KIPS (Combination) 
EXTREMES (Combination) 
WORK ELK (Corrected) 
SOLE (Light Bends) 
BELLIES 

SHOULDERS (Dble. Rgh.) . 
SPLITS (Lt. Suede) 
SPLITS (Finished Linings) 
SPLITS (Gussets) , 
WELTING (% x %) 
LIGHT NATIVE COWS 


THIS 
WEEK 


83-1.09 
75-1.00 
80-1.05 
75-90 
80-96 
56-60 
18-32 
55-58 
54-56 
38-44 
68-72 
24-25 
50-55 
34-38 
24-26 
18-20 


1714-18 18 


MONTH 
AGO 


85-1.05 
80-95 
85-1.05 
75-90 
80-96 
54-58 
17-28 
50-56 
52-56 
36-44 
68-70 
23-25 
50-53 
34-37 


YEAR 1951 

AGO HIGH 

75-93 1,18-1.35 
60-89 1,15-1.30 
80-1.00 1,.30-1.40 
70-1.05 80-1.25 
70-95 70-1.02 
55-80 70-86 

16-30 
54-58 
50-54 
44-46 
72-75 
25-28 
56-62 
36-38 
21-23 15-20 
16-18 21-26 sees oe 
7% 7% 12% 13% 
234-25 41 


1.02-1.08 
64-68 
93-1.02 
40-45 
26-30 


All prices quoted are the range on best selection of standard tannages using quality 


rawstock, 
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Sole Offal Quiet 

Not too much doing here, say Bos- 
ton sole leather offal tanners and deal- 
ers. Steer bellies bring best sales as 
usual with both steers and cows 
bringing about 25c on _ average. 
Single shoulders with heads off still 
quoted around 47c for lights; heavies 
unwanted. 

Double rough shoulders hold fairly 
well at 52c and below for tannery run 
lightweights. Waist belt stock a few 
cents higher. Fore shanks 15c¢ and 
below, hind shanks 17c. Heads at 
16-17c. 


Caif Marks Time 

The break in calfskin prices—from 
744-10c per foot—has had little ef- 
fect, if any, upon finished leather 
market. Boston calf tanners point 
out that a price decline a month or so 
ago would have meant sharp drop in 
finished leather prices. Now, it has 
only nominal significance. 

Most calf tanners are sold ahead 
through Jan. and into Feb., can offer 
delivery only in four to six weeks. 
On this basis, they will sell light 
leather about 5c below previous lists, 
heavy about 2c down. But shoe man- 
ufacturers have already bought most 
of their leather for spring, prefer to 
wait developments before considering 
reorders. 

New lists are not out but on above 
basis best wonien’s weights can be 
bought at 92c and down, with wanted 
grades at 85c and down to 70c. Men’s 
weights around $1.09 for better 
grades, 93c and down for more pop- 
ular. Suede about $1.05 and down. 


Sides Slack 

Not much business dving here. 
Holiday plus fact most shoemen have 
filled spring leather needs keeps de- 
mand down. Prices are fairly stable, 
mainly because not enough business 
is passing. Tanners just as happy, 
working on old orders, waiting to see 
New Year’s developments. 

Price lists generally at 53c and 
down for combination-tanned ex- 
tremes, HM weight; M weights at 52c 
and below. Vegetable-tanned extremes 
also at 53c and below. Combination- 
tanned kip sides bring 58c and below 
for HM weights. Chrome-tanned 
listed at 60c and below for HM. 
Work shoe elk 42-44c. 


Splits Slack 

The month of Dec. is generally 
a quiet one for split leather and this 
one is no exception. Split suedes 
considerably slower than they have 
been over year. For this reason, 
prices somewhat more flexible than 
they have been. 
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Heavy suede splits listed at 44 and 
below; both black and colors. Light- 
weights still listed at 38c and below. 
With most leather already sold for 
spring, tanners have not much left 
to offer for quick delivery. Linings 
listed between 20-30c; interest in mid- 
20’s. Gussets at 17-19¢. 

Sheep Moderate 

Despite end-of-year, Boston sheep 
tanners report they are working on 
some fairly good orders for first of 
year. The rawstock situation re- 
mains difficult with packers asking 


up to $15.50 for good pickle skins 
and tanners holding out for lower 
Nothing much in new de- 


velopments expected till Jan. but 


prices. 


meantime prices hold up. 

Russet linings do best around 24c 
for boots, around 21-22c for shoes. 
Chrome linings slow at 28c, colored 
vegetables the same at 26c. 

Glove Leather Hopeful 

This market is ending the year on 
a note of optimism. Late demand 
for gloves has been excellent and 
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Chrome Retan Sole Leather 
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and long-wearing properties 
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manufacturers have the feeling that 
buyers will be in the market early 
next year. 

A modest amount of forward buy- 
ing reported in the leather market. 
Manufacturers have made some com- 
mitments in the face of advancing 
raw skin prices as a hedge against 
a runaway market. However, it is 
conceded that glove prices will not 
be any higher than last year. 


| 
WE PRODUCE 


ROSEBAY WILLOW CALF 
BLACK PRINCESS CALF 
CRUSHED CALF 

SPORT WILLOW CALF 
OOZE SUEDE CALF 
ROYAL BLACK CALF 
COLORED WILLOW CALF 
ROYAL SIDE LEATHER 
AMERIGRAIN ELK SIDES 
EMPIRE KIPS AND SIDES 
SOFTAN KIPS AND SIDES 
RETAN KIPS AND SIDES 
TITAN KIPS AND SIDES 


AMERICAN 
HIDE AND LEATHER CO. 


BOSTON 








W. “RIGHT” IN QUALITY 
“RIGHT” IN COLOR 


“RIGHT” IN FASHION 
Ek, Smooth, Alligator Grains... Sides 


ond Kips ... in staple shades, and in 
igh colors. 
Write for free Swatches 
N. BREZNER & CO., INC. 


BOSTON 11, MASS. TANNERY. PENACOOK_ N.H 


Men’s grey suedes quoted at 36c, 
an advance of 2c over fall prices. 
Iranians up a cent on all grades. No 
changes in cabrettas or pigskins al- 
though present prices are firm and 
the tendency is up. English doeskins 
firm at 45c down but the demand is 
light. 


Belting Good 

Belting leather tanners of Phila- 
delphia report generally good activity. 
There has been little seasonal drop 
and things are pretty much the same 
as they have been in the past several 
weeks. Prices also unchanged. 

Curriers say that they are having 
the best Dec. in a number of years. 
Orders keep coming in fairly good 
quantity. Because some states have 
inventory taxes, some orders are for 
Jan. delivery. Tanners can now see 
they will probably have an active 
business all through Dec. into Jan. 

Many tanners planning to close 
not only Christmas but the rest of 
the week — but there is actually 
enough demand so that they could 
easily keep open and keep busy. 


AVERAGE CURRIED LEATHER PRICES 
Curried Belting Best Selec. No. 2 
Butt Bends 1.30-1.35 1.25-1.3 
Centers 12” 1.61 1.64 1.51-1.5 
Centers 24”-28” -56-1.58 1 a 1.5: 
Centers 30” I 
Wide Sides . - 
Narrow Sides ... 1.04-1.20 1. 00-1. 16 
Premiums to be added: Ex Light, plus 5c; 
Light, plus 7c; Heavy, minus 5c-10c; Ex Heavy, 
minug 5c 


Kid Firm 

Kid leather tanners of Philadel- 
phia reported fair activity this past 
week. Black suede still selling to some 
degree although not so well as a few 
weeks ago. Some tanners find fair 
demand in white. 

Glazed described by many as gen- 
erally disappointing, particularly in 
colors. Tanners who processed colors 
complained that orders were for small 
amounts of a variety of shades. Those 
who had decided against going into 
the production of colored glazed are, 
on the whole, satisfied with their 
decision. 

Black glazed quite slow also. 
Nothing new reported about slipper 
leather this past week. Linings remain 
just about at last week’s level. Nothing 
new developed in crushed. Most tan- 
ners report satin mats as dead. Kid 
leather prices remained firm and lists 
printed for the past weeks still hold. 

Average prices quoted: 

Suede 32c-96c 
Glazed 25c-92c 
Linings 25c-55e 
Slipper 25c-60c 
Crushed 35c-75c 
Satin Mats 69c-1.20 
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Garment Firm 

Horsehide garment leather con- 
tinues firm and interest at steady 
prices. However, fairly prompt ship- 
ment or nearby into Jan. usually is 
wanted but business is restricted 
because most tanners are well sold 
up and ahead into next month. Busi- 
ness is done primarily for Jan. deliv- 
ery and some tanners finding it 
difficult to cope with shipping 
requirements. 

Meanwhile, horsehide garment 
leather holding firm at 38c and down 
for good tannages and a range of 
34-35c covers the average price basis. 
Suede sheepskin garment leather also 
firm, good preductions bringing 32c 
and down with some tannages still 
quoted at 30c and down and ordinary 
volume lots around 27c. Grain finish 
last reported sold at 30c and down 
with average price at 26c for volume. 


Bag, Case and Strap Same 

Some additional orders for bag, 
case and strap leathers booked this 
week for Jan. delivery. Prices un- 
changed and generally considered 
steady. Manufacturers have some 
orders on their books calling for 
deliveries early next year on finished 
products for the Spring and Easter 
trade and some probably have been 
anticipating leather needs for Jan. in 
expectation of booking more orders 
after the turn of the year. 

Case leather quoted unchanged 
with 2/3 ounce at 46-48c; 3/4 ounce 
at 48-50c; and 4/5 ounce at 50-52c. 
Strap leather of russet finish remains 
steady, Grade A of 4/5 ounce quot- 
able at 56c, 5/6 ounce at 58c, 6/7 
ounce at 60c; 7/8 ounce 62c, 8/9 
ounce 64c; 9/10 ounce 67c and 
10/11 ounce 70c. B grade discounted 
3c from Grade A and C grade another 
6c less. Colors bring premiums of 2c 
and glaze 3c over russet. 


Work Glove Steady 

Business in work glove leather on 
a fairly steady plane in the past few 
weeks with a substantial volume of 
orders on the books. While business 
was poor in the forepart of the year, 
there was a definite improvement in 
the latter part of the second quarter 
and, as industrial activity reached 
record highs, business in work glove 
splits made a decided comeback 
during the last six months. 

Work glove splits in LM weight 
very firm with No. 1 grade quoted 
at 15c, No. 2 grade 14c and No. 3 
grade 13c. M weight alone also firm, 
No. 1 grade ranging 16-17c, No. 2 
grade 15-l6c and No. 3 grade at 
14-15c, as to sellers and lots involved. 
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DECLINE OF CALFSKIN PRICES 
SLOW SALES ON HIDE MARKETS 


Weakness Evident As Tanners Apply New 
Price Pressure 


Packer Hides Slower 

Weakness which developed in light 
native cows and declines registered 
by this selection of big packer hides, 
as well as by big packer calfskins, 
tended to curb buying enthusiasm in 
a good many tanning quarters. 

_ Late last week big packers sold 
3,400 light native cows of Dec. take- 
off from the lighter average river 
points at 18c. Previous trading in- 
volved St. Paul light cows at 18Mc. 

Early this week, one of the big 
packers sold 5,200 more light cows 
from Chicago and River points at the 
newly established 18c level but north- 
ern points offered at that price slow 
to sell as some tanners dropped their 
ideas to 17\%4c. One eastern big 
packer sold New England light cows 
at 174. 

Light cows, as previously reported, 
were the weakest selection on the list 
and very light average weight pro- 
ductions from southwestern points 
sold 114c off at 23Y%c. 

Rather than accept the lower price 
basis on River light cows, one big 
packer has sold some on the hide ex- 


change for the Jan. 1953 option has 
permitted hedging operations at re- 
cent highs. Members of the hide 
trade point out that while these hides 
will be off the market temporarily, 
they will eventually be available for 
delivery to consumers or, if the fu- 
tures market declines before Jan. 
option expires, the seller could choose 
to buy in the contracts and sell the 
hides to tanners. However, there is 
considerable open interest in the Jan- 
uary contract and some operators do 
not rule out the possibility of a 
squeeze developing as shorts try to 
cover which would tend to keep ex- 
change levels on a fairly firm basis. 

Except for light cows, packers able 
to keep well sold up and even ahead 
into production on a number of selec- 
tions. Branded steers and branded 
cows continue in good demand. In- 
terest in heavy native cows spotty and 
supplies obtainable at latest trading 
levels, particularly from the grubbier 
river points. Some tanners inclined 
to either stay out of the market or 
name lower ideas of value. 





HIDE FUTURES 


COMMODITY EXCHANGE, INC., FUTURES MARKET 





Close 
Dec. 26 


Close 
Dec. 18 


Net 
Change 


High Low 
For Week For Week 





18.45T 
15.80B 
15.39B 
15.07B 
14.84B 
14.62B 


January 
April 
July 
October 
January 
April 


18.40T 
16.00T 
15.60B 
15.00B 


14.80B 
195 lots 


Total Sales: 


18.85 
16.15 
16.00 
15.70 


18.46 
15.75 
15.42 
15.29 


+05 
—20 
—21 
+07 
—16 
—I18 


5.00B 


14.75 14.75 





HIDE AND 


Present 
16¥, 
19% 


Heavy native steers 
Light native steers 
Ex. light native steers 21% 
Heavy native cows 16-16% 
Light native cows 17%-18 
Heavy Texas steers 14% 
Butt branded steers 144, 
Light Texas steers 16% 
Ex. light Texas steers 18, 
Colorado steers 13 
Branded cows een eBS4 
Native Bulls 10-11 
Branded Bulls 9 -10 
Packer calfskins 45 -50 
Packer kipskins 32-40 


21 


-16% 


-19 


1414 
14), 
16% 24 
18% 


13 
-15 
11 
10 
-55 
-40 


SKIN QUOTATIONS 


Week Ago 


16% 
19% 


Suspended 
MonthAgo YearAgo Ceilings 

17% 19 28 

26% x1 
Ya 28 34 
20-21% 29 
24 -26% > 
17% 25 
17% 25 

29" 
-26'% 32 

16% 24% 
yy 20% 281-29 
15% 20 
-40 19 
14% 65 
-35% 50 


The same situation applies to 
heavy native steers, tanners bidding 
down te 16c. Supplies not available 
in any large quantities but adequate 
for the demand. Light and ex. light 
native and branded steers steady with 
production seasonally limited. 


a 
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Shoe 
Inspector 


Visual fluoroscopic inspection—no finger- 
tip searching to locate sharp tack points, 
Shows entire shoe interior, shank, staples, 
at a glance. 

Faster—one employee with Adrian X-Ray 
can do the work of two using other means, 
Easy—requires no training to operate with 
expert efficiency. 

No Installation Problem—One self con 
tained unit on castors 

for easy location — uses 

ordinary 110 volt, A. C. 

current — only 30” x 30” 

floor space. 


Class A, Cabinet Type 
Unit — Totally enclosed, 
totally protective. Built 
to American Standards 
Ass'n. Specs. 

Guaranteed - 

right or leased. 


Sold out- 
Full details on request 


M. B. ADRIAN & SONS X-RAY CO 


352 E. WARD ST MILWAUKEE, WIS 
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Independents Active 

Large outside midwestern packers 
active, selling between 15,000 and 
20,000 hides at prevailing market 
prices. Most are trying to maintain 
well sold up positions and on some 
selections are sold up for the re- 
mainder of this month. 

Some members of the hide trade 
are looking for a lighter kill of cattle 
during the holidays as the poultry 
season is in full swing. Reported that 
eastern packers have moved moderate 
quantities of Dec. heavy native steers 
at 1614c, butts at 1414c and Colo- 
rados at 13c in addition to New Eng- 
land light native cows at 171/c. 


Small Packers Easier 
Declines in big packer market for 
light cows and calfskins promote 
easier undertone in small packer hide 
market. Many tanners have lost in 
lighter hides bringing around 18c for 
40-42 |b. avg. and 17c for 44-46 Ib. 
avg., flat fob. shipping points. 
Offerings of 46-48 lb. avg. small 
packer hides at 164%c more difficult 
to sell as buyers inclined to reduce 
their ideas to 16c at which price some 
48-50 lb. avg. hides were offered, 
selected fob. shipping points. 
Heavier averages such as 60-63 lb. 
avg. hides offerd at 15c finally sold 
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at a cent less, a few cars moving at 
14c selected fob. 

Poorest hides of the season are yet 
to come and most productions run 
heavier in average weight. Small 
packer bulls nominal around 9c se- 
lected fob. for 80-85 lb. avg. pro- 


ductions. 


Country Hides Ease 


Some easing in country hide values 
in keeping with declines recently 
registered by other productions such 
as big packers and small packers. 
Country hide production also re- 
ported on the increase in some areas. 

Some movement of country all- 
weights with moderate to small per- 
centages of renderer hides included 
at 1114-12c for around 50 lb. avg., 
flat trimmed fob. shipping points. 
Some light hides such as 42 lb. avg. 
straight locker-butcher descriptions 
sold at 13c anl 43-44 lb. avg. all ren- 
derer hides at 12c flat trimmed fob. 

Country bulls remain around 714c 
in carload lots. Some glue hides sell- 
ing at 914c fob. 


Calf Plummets 


Withdrawal of bids of 50c for all- 
weights by several tanners brought 
about a weak undertone and two of 
the big four killers finally sold about 
61,000 calf at 45c for lights and at 
47\%ec for Wisconsin and 50¢c for St. 
Paul heavies. These prices figured 
about 5-10c off from previous peak 
trading levels. 

Reports after this trading that buy- 
ers subsequently dropped their ideas 
to 45c for allweights. However, a 
third packer was able to sell about 
5,000 St. Paul calf at 45c for lights 
and 50c for heavies, making total 
sales about 60,000 calf. 

Latest kip trading by a fourth big 
packer who cleaned up Oct.-Nov.-Dec. 
production estimated at 17,000 at 
prices considered steady, northern 
points bringing 40c for kip and 35c 
for overweights while Oklahoma City 
production brought 37c for kip and 
32c for overweights. In view of the 
decline in the big packer calf market, 
prospects for small packers realizing 
asking prices of 40-45c for aliweight 
calf rather dim. 

Small packer kip quoted in a range 
of 27-30c for allweights. Country 
skins quoted nominally unchanged at 
last reported trading levels for car- 
load lots ov 22c for calf and 19-1914c 
for kip fob. shipping points. Packer 
slunks considered nominally steady 
at $2.25 for regular and 80c for large 
hairless. 
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Horsehides Quiet 

An occasional purchase made here 
and there by tanners who receive 
rawstock periodically from regular 
suppliers. Otherwise, market has becn 
quiet and mostly unchanged. 

Northern slaughterer whole hides 
last brought $8.00-$8.50 untrimmed 
and $7.50-38 CO trimmed fob. ‘ship- 
ping points. In regard to cut stock, 
fronts have been fairly firm. Regular 
northern fronts bringirg $5.85-86.00 
but some choice extra large fronts 
brought premiums up to $6.50 while 
smaller and less desirable origin 
fronts have, in some inslances, sold 
at sharp discounts ranging down to 
as low as $4.75. Butts, 22” and up, 
quoted at $2.60-$2.75 for regular 
lots. 


Sheep Pelts Firmer 

Big packer shearlings and clips 
have shown a somewhat firmer under- 
tone as some lots have brought more 
money. Depending upon productions 
and lots sold, clips now ranged at 
$2.75-$3.00, No. 1 shearlings $2.25- 
$2.30; No. 2 shearlings $1.50-$1.50 
and No. 3 shearlings at $1.00-$1.05. 
Some Dec. lamb pelts sold by large 
packers at $4.50 per ewt. liveweight 
basis. 

Meanwhile, full wool dry pelts 
holding unchanged around 30-3lc 
fob. Pickled skins rather quiet fol- 
lowing late sales at $14.00 per dozen 
for lambs and $15.00-$15.50 per 
dozen for sheep. 

Quality starting to show some 
seasonal deterioration with presence 
of cockle reported in some lots. Tan- 
ner resistance in foreign markets 
resulted in some easing from recent 
top levels. 


Dry Sheepskins Better 


\ little more business as some pri- 
mary markets have reduced asking 
prices, particularly in the Argentine. 
However, although more business has 
been noted in Argentine pulling skins 
and shearlings, some buyers. still 
claim that prices are out of line. 

Difficult to confirm any follow-up 
sales of Argentine pulling skins fol- 
lowing earlier trading, but it is un- 
derstood there are fair-sized quanti- 
ties of pelts available, with buyers 
and sellers still apart in their ideas 
of value. 

At the Australian auctions, market 
at Melbourne for spring lambs one 
to two pence dearer, cross breds, one- 
third wool one pence dearer and oth- 
ers very firm, while at Sydney, 45,000 
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Leading “Jauners 
CUT PRODUCTION COSTS 


MAIN BODY 


PASTED 
LEATHER DRYER 


PLATE WIPER 
OR SQUEEGEE 


LOADING 
CONVEYOR 


WASHING and PASTING SEQUENCE 


To cut costs... and obtain more uniform results ... progressive tanners 
are installing automatic washing and pasting equipment 
sold exclusively through Proctor & Schwartz. 


After a worker strips the dried leather from a plate and manually moves 
the frame to the pushing device, which is provided with variable speed, 
the operation is continued automatically at a speed to conform to 
the drying time of the leather. 


The frames move through the wetting-in station where the paste is softened 
on the plates. Next, a plate scrubber removes the wet paste and other 
particles. An automatic squeegee, or wiper, removes excess water 
from the plates. From there, the plates move through a paste spraying 
machine which sprays paste uniformly on both sides of the plate, the area 
being subjected to both horizontal and vertical control. 


Leather is then applied directly to the boards and slicked out while moving 
toward the feed end of the machine. The plates with leather pasted on them 
are automatically picked up by a loading conveyor and delivered into 
a frame moving mechanism at the feed end of the dryer. 


This sequence of operations insures clean plates, more uniform results 
and lower production costs. 


For additional information on the automatic washing and pasting sequence 
—or leather drying equipment—write to Proctor & Schwartz. 


PROCTOR s SCHWARTZ: INC- 


717 TABOR ROAD 
PHILADELPHIA 20, PA. 


The Aulson loading con- 
veyor, plote washer, plate 
wiper and paste sprayer 
—vused separately or in 
sequence with pasted 
leather dryers—are sold 
exclusively by Proctor and 
Schweartz, Inc. 
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offered, new season lambskins and 
short wool sheep unchanged, all oth- 
ers par to two pence lower. 

Some trading developed in Argen- 
tine frigorifico shearlings with a 
good-sized quantity 14-11% inch said 
to have been moved at around 38c 
per lb. c&f., while a medium-sized lot 
of Montevideo shearlings, 4-84 inch, 
went at $1.30 per skin, c&f. Due to 
high asking levels, trading in Cape 
shearlings restricted. 

Hair sheep markets continue firm 
with limited sales due to price differ- 


ences. Mombasas going to Europe 


as shippers claim they can do much 
better than locally. Bids of $12 re- 
fused for Addis-ababa butcher skins 
as Europe said to be paying up to $14. 
Cape glovers also said to be going 
to England. Brazil cabrettas have 
firmed up following late sales and 
with Europe operating, shippers have 
been refusing bids from buyers here. 


Pickled Skins Mixed 
Signs of easiness in the New Zea- 
land market and latest sales at reduc- 
tions, 
Island “Horotui” and “Southland” 


Following trading in North. 








NEUTRALIZATION 
OF FINE LEATHER 


When you neutralize with sSoLVAY AMMONIUM BICARBONATE, 


you raise the pH uniformly throughout the thickness of the 
hide . . . the internal portion as well as the outer area. This 


quality neutralizing agent maintains the grain in excellent 


condition, improves dyeing characteristics—upgrades your 


leathers! For better quality leathers, follow the lead of other 


leading tanners—specify SOLVAY AMMONIUM BICARBONATE. 


SOLVAY 


Ammonium 
Bicarbonate 


SOLVAY PROCESS DIVISION 


) CHEMICAL & DYE CORPORATION 
61 Broadway, New York 6, N. Y. 
BRANCH SALES OFFICES: 
Boston + Charlotte + Chicago « Cincinnati + Cleveland 


Detroit + Houston New Orleans New York 
Philadelphia + Pittsburgh + St. Louis ¢ Syracuse 


Other Products for Tanners 
© CLEANSING SODA Xx 


© SNOWFLAKE* CRYSTALS 


REG. U.S. PAT. OFF 
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AFFCO brand lambs at 95 shillings, 
business was later done in the same 
brands at 90 shillings and then at 89 
shillings, while other business in- 
cluded “Westfield” lambs at 89 shil- 
lings, “Imlay” lambs at 87 shillings 
and “HBMC” lambs at 86 shillings 
with the bulk of these skins coming 
to the United States. Reported that 
England purchased small lots of 
“Fielding” and “Waingawa” North 
Island sheep at 125 shillings. 
Domestic market has held fairly 
steady as lambs have been selling at 
$14 and sheep at $15-15.50 per dozen. 


Reptiles Drag 

Except for some small sales in liz- 
ards, buyers have shown little inter- 
est. At the same time, however, not 
many offers made as shippers are 
rather firm in their views and believe 
trading will be resumed after the 
first of the year. 

Brazil market active with reports 
that several lots of back cut tejus, 
10/70/20 assortment, 90/10 selec- 
tion, sold at 70-72c fob. and further 
lots available at the same _ level. 
Giboias also active with sales at 50c 
fob., for prompt shipment. 

India market slow and nominal. 
Although reports that some Madres 
bark-tanned whips, 4 inches up, avg. 
41%, inches, 70/30 selection, sold at 
70c, most shippers’ ideas are higher. 
Some cobras, 4 inches up, averaging 
434 inches, 70/30 selection, sold at 
48c. Good demand for lizards but 
few offered at the moment. 

Understand spot lots of U. P. 
whips, 4 inches up, averaging 41% 
inches, 60/40 selection, sold at 
slightly below 70c. Occasional offer- 
ings of Malayan crocodiles but ask- 
ing prices too high for buyers here. 
The same applies to ring lizards. 


Deerskins Spotty 


With tanners out of the market and 
dealers having reduced their ideas, 
relatively few sales could be con- 
firmed of Brazil “jacks.” Shippers 
show little inclination to reduce ask- 
ing prices. However, some small sales 
under 68c fob. Not many offers re- 
ceived. 

Other descriptions also slow as of- 
fers of New Zealands and Siam deer- 
skins limited. Domestic market un- 
changed with business passing around 
the going levels. 
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Pigskins Uncertain eo —— — 
Maha aigi WHEELER 
A little more interest developed 
although buyers in Fulton County 
still fighting the advances being 
asked. However, some business de- 
veloped in Peruvian grey peccaries 
at $2.15 and Manaos grey peccaries 
at $2.15-2.20, basis manufacturers. 
Not much interest in blacks. 


Occasional sales noted of Paras 
with last reported trading in greys at 
$1.55 and blacks at $1.30 fob., basis 
importers. Other varieties slow due 
to lack of offerings. 


Good demand continues for dry 
Chaco carpinchos and wet salted capi- 
varas but trading restricted. 


Open end Welt and Lace Cutting Machine 

for cutting 
INDIA & PAKISTAN Today J WELTINGS STRAPS and SPECIALTIES BELTING 
Amritears (1300 Ibe.) ...88%-0 i FELT STRIPS LACE LEATHER 


Best Patnas Nom 


Musufferpores . . rae Nom ‘ ‘ 5 HASKELL—HALL, INC., 36 Webb St. Salem, Mass. 


Goatskin Prices 








Dinajpores oe ia ee 
Daccas ° ci ahah 
Calcutta Kills ...... $9.50 


cemraviomes © || A Rubber Rolf Problem? 


CHINAS 
Szechuans, Ibs +... Nom. Nom. Have an Ellis-Allen representative call today 


Hankows, Ibs. .. Nom 


Chowehings, dz. ......... Nom. 3 to solve any problems concerning rubber 


MOCHAS covered rolls. When you want the best in 


Berberahs . ‘ é $9.50 $9.00 ° . e e 
Hodeidahs .$5%-7.00 $6.00 quality and service, specify Ellis-Allen rolls 


ove ee eo G12.8T% $12' 
| ae . .$10.87%4 $10% and be sure of the finest. 


Addis-ababas ............ Nom. Nom Telephone WOburn 2-3380 


AFRICANS 

Algiers .. enh tn same cde, ae $8%,-9 
Casablancas eave ... Nom Nom oe 
Marakesh ..... ... Nom Nom RUSBER COVERED ROLLS 
Constantines ...... ... Nom Nom 
Orans ... e . .. Nom Nom 
Tangiers eons ..- Nom Nom 
West Province Ex. Lts. .. 42c 4lc ete eR NNER ee 
Port Elizabeth Ex. Lts. .. 40c 39¢ y 

Nigerians, Ibs. .... ons O88 96c oT slal=-1e Aum eo] 16 otek) 3) 
Mombasas, dz. . $10%- 10.90 $10%-10%, 

















LATIN AMERICANS 
ae ALSO FOR VINYL, PYROXYLIN COATING AND COMBINING 


eH ELLIS-ALLEN COMPANY 


Venezuelans 


— maa J 5 CONN oF. WOBURN, MASS. 


Coros . 
Maracaibos 
La Guayras . 


Wi Hace eh. eee Raw and Sulphonated 
Wet ines ees a nates COD — SPERM — CASTOR 
Haitians ons ate tbe and NEATSFOOT OIL 


San Domingos ven evpae: ee 























— We are in a position to consider intelligently any 


Cearas eaese aes 76-77c # 
Pernambucos wevsenes, ROS special fatliquoring problem and make recommenda- 


Bahias ... re > Tis by tions of value. 


Argentines 
Cordobas/Santiagos ... 50c 


a ™ IOTTOL OIL CO. mieten t 


Paytas . 43¢ 


BI oes céavcacec 45¢ 
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News Quicks 


About people and happenings ceast to coast 





Wisconsin 

® Kepec Chemical Co. of Milwau- 
kee has announced that it has pur- 
chased plant and assets of Excelso 
Products Co., West Allis maker of in- 
dustrial colors and finishes. William 
Pohl, president, reports there will be 
no changes in operation and staff of 
the 24-year-old firm. 


® Production and maintenance em- 
ployes of Law Tanning ©o., Milwau- 


} 


EST. 


kee tanner, voted on Dec. 17 in favor 
of representation by International Fur 
and Leather Workers Union, according 
to L. D. Stuart. The vote was 33 to 
23 in favor of the union. Negotia- 
tions are now under way on a contract. 


Ohio 
® Vulcan Corp., Cincinnati and 
Portsmouth, wood heel manufacturer, 
reports net earnings for the _nine- 


month period ended Sept. 30 at 


1924 


LIQUID 


QUEBRACHO 


EXTRACT 


for shipment from our Chicago plant 


ARTHUR C. Jean C0. 


ILLINOIS 


TELETYPE CGi1478 


4103 5S. LASALLE STREET 


CABLE ACTRASK 


¢ CHICAGO 9, 
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$131,422, after provision for taxes. 
This compares with $148,925 for the 
same period a year ago. Earnings for 
the period of 1952 are equivalent to 
41 cents per share. 


Missouri 


® Peters Shoe Co., division of Inter- 
national Shoe Co., St. Louis, has ar- 
ranged a tie-in with Walt Disney un- 
der which the firm, maker of Weather- 
bird children’s shoes, will use the new 
Technicolor cartoon feature, Peter 
Pan, on its TV show. The company 
will also use the tie-in for national 
magazine ads and give away a million 
paper hats featuring Peter Pan char- 
acters. 


® Town & Country Shoes, Inc., 
has announced it will open its fourth 
plant in Slater by Sept. of next year, 
according to Vergil Lipscomb, presi- 
dent of the firm. The new plant will 
increase total output of the firm by 
2,500 pairs daily to a grand total of 
9,200 pairs daily. The Slater plant 
will employ some 400 workers with 
Rocco Leonardo as _ superintendent. 
Leonardo was formerly with Seymour 
Troy for 18 years and previously with 
I. Miller & Sons, Inc. 


®@ The Olney plant of International 
Shoe Co. has announced that it turned 
out the greatest number of shoes pro- 
duced by International’s 56 factories 
during the 1952 fiscal year ended Dec. 
1, 1952. The plant made 2,195,745 
pairs of shoes during the period. 


New Jersey 


® Potdevin Machine Co., Teterboro, 
has published a new brochure on glu- 
ing, cementing, coating and laminating 
machines. The brochure describes a 
wide range of machines suitable for 
operation in many industries. 


New Hampshire 


®@ Tilton Shoe Co. is scheduled to 
open in Jan. 1953 in Laconia and will 
employ some 40 to 50 stitchers at the 
start. Plans are under way to increase 
employment as rapidly as possible. 


® Laconia Shoe Co. in Laconia has 
been awarded an $11,000 Government 
contract to manufacture footwear for 
the Army Air Force Exchange Service, 
according to Leo A. Gleason, New 
England director of the Wage-Hour 
and Public Contracts Division of the 
Department of Labor. 


@ Brezner Tanning Co. in Pena- 
cook, recently purchased by Allied 
Kid Corp. of Boston, has announced a 
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distribution of approximately $25,000 
in Christmas bonus checks to more 
than 300 workers. 


@ Plans for the expansion of the six- 
months-old Suncook Glove Co. in 
Suncook, N. H., have been annonuced 
by Raymond Fortier, president of the 
firm, who has been in the glove manu- 
facturing business for many years. 


Georgia 


® Boston Novelty Shoe Corp., 
women’s and children’s popular-priced 
shoe wholesaler, has opened its new 
offices at 218 Pryor St., S.E., in At- 
lanta, after moving from Boston early 
this month. Stanley K. Morton is 
president of the firm. 


Pennsylvania 
®@ Plans have been completed for the 
39th annual Mid-Atlantic Shoe 
Show to be held Jan. 31 to Feb. 4 at 
the Benjamin Franklin Hotel in Phila- 
delphia, according to Cal J. Mensch, 
show manager. The Middle Atlantic 
Shoe Retailers Association, sponsor of 
the showing, will schedule its midsea- 
son show during June 1953. 


® Cohen’s Department Store in 
Lehighton has been merged with 
Bright Stores, Inc. 


® William H. Steigerwalt, Inc., 
footwear retailer, is reported prepar- 
ing to open an additional branch store 
at Old York Road and Cloverleaf Lane, 
Jenkintown. Headquarters are in 
Philadelphia. 

Maine 


® Reports that Wilner Wood Prod- 
ucts Co. of Norway will manufacture 
plastic heels have been denied by 
Joseph R. Wilner, owner of the firm 
which makes wood heels and other 
products. 


® Kesslen Shoe Co. of Sanford re- 
cently celebrated its 25th anniversary 
at a banquet for employes and fam- 
ilies as well as business associates. 


New York 


@ Jaycee Footwear, Inc., Hemp- 
stead, L. I., manufacturer of women’s 
shoes, has scheduled meeting of cred- 
itors for Dec. 29. Liabilities are listed 
at $448,000 with assets at $237,000. 
John C. Calderazzo is principal. 


® Sad-El Shoe Corp. has been or- 
ganized to manufacture footwear at 
291 Broadway, New York City. Rose 
S. Moses is listed as principal. 

® Shoe Fashions, Inc., has been or- 
ganized to produce footwear at 66 


December 27, 1952 


Court St., Brooklyn. Alfred A. Ros- 


enberg is principal. 


© Joseph S. Salomon & Co. has been 
appointed metropolitan New York 
agency for Monarch Rubber Co. of 
Baltimore, Md. The firm also repre- 
sents Irving Tanning Co., Inc., 
John R. Evans & Co., Gilbert & 
Co., George Knight & Co., and John 
Flynn & Sons. 


® Local 1712, United Tannery 
Workers, CIO, representing workers 
employed in Fulton County glove 
leather tanneries, has been issued a fed- 
eral credit union charter. The credit 
union will provide a savings bank for 


INTERNATIONAL 


MANUFACTURERS: 


all employes and enable them to bor- 
row money at low interest rates. 


®@ All-leather fashions on footwear, 
handbags and other accessories will be 
shown to fashion editors over the coun- 
try at Press Week, beginning Jan. 4 
in New York City. Showings will be 
held at the Waldorf-Astoria. The 
Luggage and Leather Goods Associa- 
tion is directing displays. Leather In- 
dustries of America is sponsoring a 
color slide display of fine leathers. 


® Central Shoe Corp., 
footwear dealer located at 291 Broad- 
way, New York, has been assigned to 
Irwin M. Berner. 


wholesale 


“SUPREMO” 


BRAND 
SOLID-ORDINARY 


“LUNA” 


BRAND 


COLD WATER SOLUBLE 


Factory at 


PUERTO PINASCO, PARAGUAY 


QUEBRACHO EXTRACTS 


POWDERED and LIQUID 
Factory: STATEN ISLAND, N. Y. 


IMPORTERS: 


WATTLE BARK 
VALONIA 


VALONIA EXTRACT 


INTERNATIONAL 
PRODUCTS CORPORATION 


IW 


29 Broadway, New York 6, N.Y. 


Representatives: San Francisco, London, Canada, 
Havana, Cuba, Mexico City, Mex. 
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© Leather and Shoe Supply Co. has 
leased space at 84-86 Gold St., in the 
downtown “swamp” section. 


© Julius Altschul, Inc., Brooklyn 
manufacturer of children’s shoes, is 
currently having its production facili- 
ties completely overhauled, especially 
its making and lasting rooms. The 
firm’s offices and showrooms are also 
being modernized and air-conditioned. 


New Jersey 


® Amelia Earhart Luggage of 
Newark has announced plans to in- 


crease its advertising schedule in lead- 
ing national publications. The set-up 
will begin next year when the firm 
switches its account to Daniel & 
Charles, Inc. 


Massachusetts 


© Assets and property of Brenner 
Shoe Co., Haverhill shoe manufac- 
turer, were sold at auction on Dec. 18 
by the Office of Internal Revenue. The 
seizure was attributed to non-payment 
of taxes over the past four years, 
according to Revenue agents. 








industry. 


saleable. 





BETTER 
LEATH 


F or 73 years the name of MARDEN 
has stood for PROGRESS in the pro- 
duction of better oils for the tanning 


Today the third generation offers the 
experience of the past coupled with con- 
stant experimentation and research to 
help make your leather better and more 


Member of Leather Industries of America 


MARDEN-WILD CORP. 


500 COLUMBIA ST., 
MARDEN-WILD OF CANADA, LTD., HALIFAX, N. S$ 


SOMERVILLE, MASS. 
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© H. E. Burroughs Co., Westboro 
shoe supplies firm, has moved from its 
offices at West Main St. to a new 
location at 1 East Main St. The firm 
is agent for shoe supplies, including 
counters, needles, and laces. Harry E. 
and John H. Burrough are partners in 
the business. 


® Allison Bag Co. has been organ- 
ized to manufacture women’s hand- 
bags in Boston. I. D. Magier, formerly 
with Novelle Bag Co., Inc., is prin- 
cipal. 


@ “Anyone in the leather finishing 
business knows what type of leather 
is currently popular,” according to 
Phenny Smidt of Phenny Smidt 
Leather Co., reputedly the world’s 
largest contract finisher. ‘‘Just now, 
we are finishing a great deal of full- 
grain, glove-type shoe leather and this 
means that in popular footwear, glove 
tannages are in great demand.” 


© Employes of Ruth Shoe Co., New- 
buryport, have voted unanimously to 
rectify the new contract recently ne- 
gotiated by officials of the firm and 
United Shoe Workers of America, 
CIO. The contract calls for workers 
to be given whatever wage increase is 
negotiated between the union and 
other Massachusetts shoe manufactur- 
ers. Other benefits for 1953 and 1954 
include a $500 death benefit with 
premiums paid by the company, and 
90 cents minimum wage to learners 
after six months. The union is cur- 
rently negotiating with other Mas- 
sachusetts manufacturers. 


® Union Bay State Chemical Co., 
Inc., of Cambridge is observing its 
Golden Anniversary by publishing a 
brochure describing the firm’s opera- 
tions and products. Included are illus- 
trations of the test laboratories where 
standard and custom made leather fin- 
ishes, shoe cements and solvents, etc. 
are developed. The company is the 
outgrowth of the merger of the for- 
mer Union Blacking Co. of Lynn with 
Bay State Finish Co. 


® Members of the New England 
Chapter, American Materials Han- 
dling Society, were guests last week 
of Graton & Knight Co., Worcester 
tanner of industrial leathers, at a tour 
of the plant and a dinner at the Hotel 
Sheraton. The visitors were shown 
all phases of leather manufacture and 
company laboratories. At dinner, 
David S. Williams, president of the 
firm, discussed the importance of ma- 
terials handling in the making of 
leather. 
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Canadian 
Notes 





® Canadian production of leather 
footwear increased 33 percent dur- 
ing Sept. over the same month of 
1951. Total this year was 3,451,250 
pairs against 2,585,928 a year ago. 
Output for the first nine months of 
1952 is estimated at 27,334,335 pairs 
or seven percent higher than the 25,- 
630,771 pairs produced in the same 
period of 1951. 


®@ Production of all classes of leather 
footwear was higher in the nine-month 
period except youths’ which dropped 
to 259,909 pairs from 284,899 a year 
earlier. Output of men’s footwear 
rose to 6,426,045 pairs from 6,019,- 
323; boys’ to 972,056 from 830,946; 
women’s and growing girls’ to 13,- 
139,337 from 12,451,502; misses’ to 
2,433,202 from 2,198,165; children’s 
and little gents’ to 1,982,670 from 
1,820,454, and babies’ and infants’ to 
2,121,116 from 2,024,882. 


@ A new tannery will be built shortly 
in Monaghan, Ireland, to produce 
heavy upper leathers for which a mar- 
ket exists in Ireland as well as on the 
continent of Europe, according to re- 
port from Dublin by Foreign Trade 
Service, Canadian Government. Later 
it is hoped to begin the production of 
finer leathers. 


® Canadian Government’s latest na- 
tionwide survey discloses value of 
shipments of leather tanneries in- 
creased to 74.7 in Sept., 1952, com- 
pared with 64.9 in Aug., and 64.2 in 
Sept., 1951, based on 1947 being 
100. Value of inventories, however. 
dropping to 101.2 in Sept., 1952, 
against 102.1 in Aug., and 167.4 in 
Sept., 1951. Stocks of raw materials 
and finished products declined in 
Sept., 1952, but goods in process in- 
creased in this period over previous 
month, 


® Sales of footwear by Hong Kong’s 
plants increased spectacularly in 
1952 over 1951 and local manufac- 
turers as well as exporters are keenly 
interested in expanding their sales to 
that market, states M. B. Blackwood, 
Assistant Canadian Trade Commis- 
sioner in a report from Hong Kong 
to Foreign Trade of Canadian Gov- 
ernment. 


December 27, 1952 


® Employes of Humberstone Shoe 
Co., Port Colburne, Ont., represented 
by International Fur and Leather 
Workers Union, have voted to seek a 
wage increase of 20 cents per hour 
Steve Antal, Jr., 


president of the local union, said 


from the company. 


workers will also ask for a reduction 
of the working day to eight hours 
without loss of pay. 


© Mont-Bel Shoe Co. has been or- 


ganized to manufacture women’s shoes 


in Beloeil, Quebec, Canada. 


® Blachford Shoe Mfg. Co., Ltd., 
recently purchased by C. & J. Clark, 
Ltd., England’s largest shoe manufac- 
turer, has had its name changed to 
Blachford-Clarks, Ltd. The Canadian 
firm will continue to produce Blach- 
ford lines of high-grade shoes, with 
probable output at 100,000 pairs an- 
nually, 
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“There Is No Better Leather" 


FINEST ALWAYS 


LEAS & McVITTY, Inc. 


“Leather for Health” 


BELTING LEATHER 


BEND BUTTS 
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PHILADELPHIA 6, PA. 
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MEN'S SHOES 


(Concluded from Page & 
Prices 

4. Do you see 1953 prices of your 
particular type and grade of shoes 
averaging higher, lower or about the 
same as 1952? 

Higher, 57%: lower, none: no 
change, 43%. 

Quite a contrast with last year’s 
poll among this group, when 7 fore 
saw higher prices, 200% expected 
them to be reduced, and 734, saw 
no change in view. Currently and 
recently. however. the rise in leather 


prices affected particularly men’s 
shoes, large consumers of leather per 
pair. There is little shift in opinion 
as to prices over the first and second 
half of 1953. The general price rises 
estimated for the year will hold for 
the sections of the vear, also. 


Costs 

>. As compared with 1952, do you 
think nest year’s costs will be higher, 
lower or about the same? 

Higher, 540: lower, 3%: 
chanse. 13%. 

Those voting “higher” expect a 

5°, rise, with labor and leather 





for best marking results use 


Mrrff 


METHODS 


MARKEM MACHINES ¢ MARKEM TYPE # MARKEM INKS 





FOR MARKING PRODUCTS, PARTS, 
PACKAGES, TAPES, TAGS, LABELS 


PRESSURE 
SENSITIVE 
TAPE 


FABRIC 


Markem Methods are engineered to 
solve specific marking problems. The 
proper combination of 4 Markem mark- 
ing machine, Markem type and Markem 
ink is matched to the individual require- 
ments. Not only are the properties of 
the surface itself considered, but also 
local conditions of temperature and 
humidity together with your own han- 
dling techniques during production, 
storage and packaging. That is why it is 
so important that the Markem Method 
be followed completely. 


When you have a marking problem, ask 
Markem about it. Send a sample of the 
item to be marked and details of your 
needs. Markem engineers have worked 
out practical solutions for many manu- 
facturers. MarkeM Machine Company, 
Keene 14, N. H. 
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representing the chief cost-rise fac- 
tors. This is how specific costs are 
seen: 

Materials: 61% see them as higher, 
9; lower, and 33% no change. 

Labor: 73% expect them to rise; 
none expects them down; 27% see 
no change. 

Supplies: 25°; say higher; 6% say 
lower: 6907 see no change. 

Overhead: 59°, say higher; 3% 
say lower; 38% see no change. 

Distribution: 52°¢ expect them 
higher; none sees lower: 48% no 
change. 

Profits 

6. For 1953, do you foresee your 
net profits as higher, lower or about 
the same as 1952? 

Higher, 29%; lower, 15°; no 
change, 56%. 

An appreciable change in outlook 
as compared with last year, when 
22% of this group expected higher 
profits, but 36% saw profits in de- 
cline, while 42% expected no change. 
For 1953, nearly one-third expect 
profits to rise 8-10%; while 15% 
believe a decline of 5-8% is in view. 
As a whole, however, there is far 
more optimism in this group than 
existed at this time last year. 

Assuring Output and Sales 

7. In your opinion, what is the 
most important single step that shoe 
manufacturers should take in 1953 to 
assure a high level of output and 
sales? 

Suggested steps. in order of fre- 


quency of mention: 


Stronger style promotion. 
Stabilize prices. 
Fresh styles. 
Better job on deliveries. 
Adequate advance buying by re- 
tailers. 
Less emphasis on “long wear” 
and “heavy duty” shoes. 
Educational - promotional _ pro- 
gram. 
For Higher Retail Sales 
8. What do you believe is the most 
important single step that shoe re- 
tailers can take in 1953 to maintain 
a high level of sales? 
The answers, in order of frequency 
of mention, as follows: 
a. Controlled inventories. 
b. Hold prices. 
Promote “The New in Shoes” pro- 
gram. 
Improve retail sales personnel. 
Promote more shoes for more 
uses—thus extra pairage. 
Prevent speculative buying. 
More depth, less breadth on stock. 
More effective promotions. 
Fair markup on prices. 
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WOMEN'S SHOES 


(Concluded from Page 10) 


Distribution: 54% say higher; 3° 
say lower: 43% say no change. 


Profits 

6. For 1953, do you foresee your 
net profits as higher, lower or about 
the same as 1952? 

Higher, 22° 
change, 43%. 

An appreciably brighter outlook 
than last year at this time, when only 
14% of this group expected higher 
profits, with 49°; looking to lower 
profits, and 37% seeing no change. 


lower, 35°%:; no 


Assuring Output and Sales 

7. In your opinion, what is the 
most important single step that shoe 
manufacturers should take in 1953 


to assure a high level of output and 

sales? 

a. Develop and promote fresh styles. 

b. Stick to quality and service. 

c. Hold prices—or reduce them. 

d. Create more than two shoe sea- 
sons. 
Off-season promotions to level off 
peaks and valleys. 
Improve deliveries. 
Fewer patterns and 
product. 
Industry-wide promotion of foot- 
wear. 
Create more interesting materials. 
Closer cooperation with ¢etailers 
and suppliers. 
Creative selling. 
Stronger merchandising methods 
to get bigger share of consumer 
dollar. 


improv ed 


We value your 


High Retail Sales 


8. What do you believe is the most 
important single step that shoe re- 
tailers can take in 1953 to maintain 
a high level of sales? 

Participate in “The New In Shoes” 
program. 
Fewer styles, more sizes. 
Take it easy on markups. 
Specialize. 
Improved sales personnel. 
More dramatic merchandising. 
More efficient buying schedules. 
Take emphasis off “wear” in 
shoes. 
Investigate consumer wants—then 
buy and sell accordingly. 
More manufacturer-retailer co- 
operative promotion. 


CONFIDENCE « « 


For 65 years Atlas has enjoyed the confidence of 
leaders in the tanning industry. Through Atlas re- 
search laboratories, experience and high quality 
guaranteed oils we are able to solve the tanners 
most perplexed problems. 


By using ATLAS OILS you are assured of uniform 
leathers with that ‘quality look." 


ATLAS Guaranteed OILS 


NEATSFOOT OILS ° SULPHONATED COD OILS 
SULPHONATED NEATSFOOT OILS ©° SPLIT OILS 
MOELLONS and many specialty products. 


4 Name and Symbol 
Pre-eminent* in the 


Tanning Industry. 
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for durable beauty... 
ANILTAN 
COMBOTAN 
GLOTAN 
LOZANT 


Side Leathers 
179-193 SOUTH ST., BOSTON, MASS. 


Chie brivss- Hlileger C Canning Cn. 


NNERY \a 


“Mauke gan, Ul. 











Suede 


worth the difference 


SLATTERY BROS. TANNING CO, 


Beston 11, Mass. 


210 South St. 











SHOE PRODUCTS = 
THAT SAVE PENN/ES 
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JUVENILE SHOES 
(Concluded from Page 12) 


Materials: 60% say up; 5% say 
lower; 35% no change. 

Supplies: 48% say up; none says 
down; 52% expect no change. 
Labor: 76% expect a rise; none sees 

it down; 24% no change. 
Overhead: 61% say up; none expects 
it lower; 39% no change. 
Distribution: 51¢ % expect it up; none 
says down; 40% no change. 


Profits 


6. For 1953, do you foresee your 
net profits as higher, lower or about 
the same as 1952? 

Higher, 20%; lower, 16%; no 
change, 64%. 

Very different from last year at 
this time, when 14% expected higher 
profits, but a large 49% believed that 
profits would be down, and 37% saw 
no improvement. For 1953, those 
voting “higher” see the rise amount- 
ing to 5-10%, while the “lower” 
group see a decline of 5-8%. 


Assuring Output and Sales 


7. In your opinion, what is the 
most important single step that shoe 
manufacturers should take in 1953 
to assure a high level of output and 
sales? 

a. Style promotion in juvenile shoes. 
b. Campaign to change children’s 
shoes when outgrown. 

“The New In Shoes” program— 

participate. 

Stable or reduced prices. 

Improved product. 

Control leather prices by holding 

threat of substitutes over tanners. 
Concentrate on better merchandis- 
ing. 

Improve retail inventory system 
to assure sizes in stock. 


Maintaining Retail Sales 
8. What do you believe is the 
most important single step that shoe 
retailers can take in 1953 to main- 
tain a high level of sales? 
a. Hold prices and quality. 
b. Promote extra pairs for health, 
comfort, foot growth. 
Create style-consciousness for 
juvenile shoes. 
Maintain better inventory of sizes 
and widths. 
Better trained sales people. 
Better planning in buying and 
re-ordering. 
Promote shoes for different oc- 
casions. 
Promote shoes more than just at 
peak seasons. 
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: W hen 4 out of every 5 of the nation’s leading tanners 
specify a machine it has to be good! And that’s how popular 


the FULTON COUNTY OSCILLATING BUFFER with 
pneumatic* opening and closing is with leading manufacturers. 


This precision-engineered machine is designed to perform 
superb buffing and snuffing . . . one simple operation buffs 


© ® ‘ : a's ‘ , 
a side or a hide . . . and will increase production by 12%. The 
§ C ] a ] ll Jenkins metal core brushes last longer, perform better; the 





machine’s sturdy, lifetime construction assures years of repair- 
free operation at minimum upkeep-cost; just two turnbuckles 


to set and the finest buffer in the industry is ready to go to work 
| for you. It’s available in 40, 50 and 60 inch widths. 


With Fulton “Toe Control,” fatigue is decreased as pro- 
duction is increased. It can be custom-fit to accommodate your 


‘th rs) * operator . . . high or low, left or right for most convenient opera- 
meUmeatte tion. And in most cases, Fulton engineers can convert your 
” " present equipment to oscillator type machines and install “Toe 
OE Control” — all at surprisingly low cost with no wait for delivery. 

Please write for all particulars. 


“optional at slight extra cost 


SIDI MIU BE Wachee & Supply Co.. Ine. 


71 WEST FULTON STREET * GLOVERSVILLE, NEW YORK 


Overseas Representative—WOLFF INTERNATIONAL, INC., 2577 North Teutonia Ave., Milwaukee 6, Wis. 
Eastern Representative—GEORGE FROMER CO., INC., 27 Walnut Street, Peabody, Mass. 
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Bess WHITE ELK 


ELK SIDES —CHROME SPLITS 
AMDUR LEATHER CO., INC. 


Tanners 


7 SPRUCE ST., NEW YORK, N. Y. 
129 SOUTH ST., BOSTON, MASS. 


TANNERIES — Peabody & Woburn, Mass. 


SELLING AGENTS 
C. D. Kepner Leather Co., Boston, Mass. 
L.. Chase Kepner, Lancaster, Pa. 
Liebman & Cumming, Los Angeles, Calif. Chicago Tanning Co., Chicago, Hil. 
Liebman & Cumming, San Francisco, Calif. John G. Mahler Co., Dallas, Texas 
Thomas F. Dorrity, Rochester, N. ¥ 


Allen Leather Co., St. Louis, Mo, 
W. H. Grafe, Cincinnati, Ohio 














Rawhide 


FOR RUGGED 
BOOTS and SHOES 


CALIFORNIA TANNING CO. 


1905 Shenandoah Ave. St. Louis 4, Mo. 





























Featured in black ond a complete range 
of fashionable shades 


Also 


SUEDE LININGS 
In alll colors 


GORDON-GRUENSTEIN, INC. 


82 FULTON STREET NEW YORK 38,N. Y. 
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OTHER FOOTWEAR 


(Concluded from Page 14) 


Materials: 29% say up: none says 
down; 71% expect no change. 
Supplies: 24% expect up; 5% say 
decline; 71% see no change. 
Labor: 47% look to rise; none ex- 
pects drop; 53% say no change. 
Overhead: 38% see rise: 50% say 
down; 57% say no change. 
Distribution: 25% expect a rise: 
none says down; 75% no change. 


Profits 

6. For 1953, do you foresee your 
net profits as higher, lower or about 
the same as 1952? 

Higher, 24%; lower, 33°; no 
change, 43%. 

An appreciably more optimistic 
picture than last year. when only 
19% of this group expected improved 
profits, while 44°% expected a drop, 
and 37% saw no change in view. 
For 1953, the one-fourth voting 
“higher” expects an improvement of 
10-20%, while the 33°, expecting 


lower profits see a decline of 10-15%. 


Assuring Output and Sales 

7. In your opinion, what is the 
most important single step that shoe 
manufacturers should take in 1953 
to assure a high level of output and 
sales? 

The suggestions, in order of fre- 
quency of mention, are as follows: 
a. Hold prices. 

b. Fight wide fluctuations in leather 
prices. 

Work closer with retailers to build 

sales. 

Modernize our merchandising 
ideas. 

Get consumers out of rut of “con- 

ventional” footwear. 

More emphasis on footwear for 

“occupations” and “occasions.” 


Maintaining Sales 

8. What do you believe is the most 
important single step that shoe re- 
tailers can take in 1953 to maintain 
a high level of sales in your kind of 
footwear? 

The more important suggestions, 
in order of frequency of mention, 
are as follows: 

a. Training in selling. 

b. Better control of inventories. 

. Reasonable prices by avoiding 
unreasonable markups. 

Special promotions on special 
footwear. 

Recognizing that specialized shoes 
mean extra pairage sales. 

Learn to sell footwear, not just 


Cc. 


shoes. 
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SHOE LEATHERS 
(Concluded from Page 16) 


from last year’s, when only 19% 
foresaw higher profits for the year 
ahead, while 49% expected lower net 
profits. Confidence in the profit pic- 
ture for 1953 is obviously much 
stronger, as the figures indicate. 
Those voting “higher” expect a 10- 
20% improvement in net profits, 
while those stating “lower” see a 
fall of 8-10%. 
Costs 

6. As compared with 1952, do 
you foresee your 1953 costs as higher, 
lower or about the same? 

Higher, 59%; 
change, 38%. 

This is also in sharp contrast with 
last year’s forecast, when some 20% 
foresaw lower costs, as compared 
with only 3% this year. This year’s 
forecast on costs sees over-all costs 
up 5-7%. A breakdown of expecta- 
tions on costs is as follows: 


lower, 3%; no 


Labor costs: 87% see a 5% rise. 
while none sees any drop, and 13% 
see no change. 

Hide and skin costs: 54% see them 
up by 10-15%, while only 4° expect 
a decline (3-5% ). and 42% see them 
averaging out about the same for the 
year. 

Other supplies: 33% see them up 
by 5-7, none sees a decline, and 
67% sees no appreciable change. 

Overhead: 60°% expect a 5% rise, 
8% see the same percentage of fall, 
while 32° expect no change. 


Leather Industries Program 


7. The tanners’ promotional pro- 
gram, Leather Industries of America, 
Inc., has been in official organization 
about a year. Do you believe that the 
program has made satisfactory prog- 
ress during this time? 

Yes, 64%; no, 18%; 
18%. 

8. Does your own company plan 
to step up its merchandising and sell- 
ing program for next year? If so, 
by what means? 

Chief comments, in order of fre- 
quency of mention, are as follows: 
a. Advertise more. 


uncertain, 


b. Push harder with calls. 
Use new merchandising features. 
More aggressive selling. 
Expand territory. 
Improve our product. 
Expand our sales force. 
Diversification of products and 
markets. 
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LEATHER 


THIS IS YOUR COPY 
or BULLETIN 116 
write for «day / 


WITH 


THE MORE EFFECTIVE, Cou C08, TANNING AGENT 


70% tannin content. 
Provides a 25 to 30 degree of tannage. 


Completely compatible with fat liquor emulsions. 


Maintains or improves leather quality. 


Nonastringent even at high concentration. 

Conditions hide for rapid penetration of vegetable tans 
when used as a pretan. 

Superior fixation to hide substance. 


Produces lighter colored leather. 


Can be used on pickled hide. 

Powder will not cake in storage. 

Completely soluble. 

Always uniform. 

Made in U. S. A. from domestic raw materials. 
Long range availability. 

Quality rigidly controlled throughout manufacture. 


Stable price structure. 


MARATHON CORPORATION 


CHEMICAL DIVISION 
ROTHSCHILD WISCONSIN 
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OTHER LEATHERS 
(Concluded from Page 18) 


Those voting “higher” see prices 
up 5-10%% for the year’s average, 
while those voting “lower” expect a 
7-12% drop. Most, however (52°. ). 
expect prices to average out about 
the same as for 1952. Some 50% 
believes the price rise will occur in 
the first half, amounting to 8-10%, 
while just 8(( sees a price fall in this 
period, and 42%, expect no change. 
For the second half the picture re- 
verses, with only 18° believing 
prices will be higher than the second 
half of 1952, 36°%, seeing a fall aver- 
aging 10-12¢7, and 45° expect no 


change. 





Profits 


5. For the coming year do you 
foresee your net profits as higher, 
lower or about the same as 1952? 

Higher, 28%; lower, 28%; no 
change, 44%. 

This is in drastic contrast to the 
outlook of this group in last year’s 
forecast, when none expected better 
profits, and 78°% foresaw lower net 
profits. But the outlook for 1953 is 
seen as much brighter, with 28% 
expecting net profits improved by 5- 
12%, while the same number expect 
an 8-10% fall, and 44% see no 
change. 


Costs 


6. As compared with 1952, do 
you foresee your 1953 costs as higher, 
lower or about the same? 


© FAST MULLING 
GREATER RIGIDITY AFTER MULLING 
RAPID FUSING OF LINING AND UPPER 


Ask your supplier for 


SNYDER BUCKRAMS 


Once Used — No Other Will Satisfy 








MARAP LEATHER 


IMPORT & EXPORT CO., INC. 


40 SPRUCE ST., N. Y., 38, N. Y. 


TANNERS and JOBBERS 


OF BARK TANNED COWHIDE SIDES, SHOULDERS, 
BELLIES. SPLITS, PIGSKINS AS WELL AS REMNANTS 


Large stocks available for immediate delivery. 


TEL. BEEKMAN 3-3179-3180 











528-38 Park Avenue * Brooklyn 5, N.Y. © ULster 5-2451-2557 


and 
Finishers 
SHEEPSKINS 
SKIV; 


ERS 
GOATS e SPLITS 
ee 


CONTRACT 
TANNING 
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Higher, 32%; lower, 23%; no 
change, 45%. 

The “higher” group expects costs, 
over-all, to go up 5-7%, while the 
“lower” group sees a 3-5% drop. On 
specific cost factors the voting was 
as follows: 


Labor costs: 70% see them as up 
about 5%, with only 8% anticipat- 
ing a drop (3-4%), and 22% ex- 
pecting no change. 

Hide and skin costs: while 22% 
expect a rise of 10-12%, some 40% 
foresee a decline of about 10%, and 
the remaining 34% see no change. 


Other supplies: 13% are looking 
for a 5% rise, with 22°% seeing a 
7-10% fall, and 65% expecting no 
change. 

Overhead: a rise of 5-10% is fore- 
seen by 23%, while 20% expect a 
10-12% decline, and 57% expect no 
change. 


Leather Industries Program 


7. The tanners’ promotional pro- 
gram, Leather Industries of America, 
Inc., has been in official organization 
for about a year. Do you believe 
that the program has made satisfac- 
tory progress during this time? 

Yes, 82%; no, 9%; uncertain, 
9%. 

Some of the comments: “slow get- 
ting started but picking up”... 
“Program should be expanded” . . . 
“Mistake is belief of many tanners 
that LIA alone is the answer to their 
problem” . . . “Better than expected” 
. . . “Good, but needs plenty more 
push.” 


Merchandising 


8. Does your own company plan 
to step up its merchandising and sell- 
ing program for next year? If so, 
by what means? 

Yes, 73%; no, 25%. 

Those saying “yes” gave the fol- 
lowing plans: 


a. Department store promotions and 
displays. 

b. Introduce new products. 
Advertising more. 
Expanding sales force. 
Cooperative promotion with cus- 
tomers. 
More aggressive selling. 
Stressing value of the genuine. 
Improvement on present products. 
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With a Speco Pasted Leather Unit with porcelain plates, you have the ideal pasting unit 
—impervious surface, no stain transfer, easily cleaned, longer life—better production at 


lower cost. 


S peco Pasted Leather Units not only pay for themselves 

in a short time but they also cut your production costs. 

These units, with porcelain or glass plates, will dry your leather in one smooth, 
straight-line operation with scientific control of air circulation, 


temperature and humidity in a minimum of floor space. 


Speco Pasting Units will handle calfskins, sides, goatskins, kidskins and 
sheepskins all in the same dryer and you get increased yield on each piece of 


leather. Sides or skins come out with no stains, are easily and quickly cleaned 


and are properly dried and conditioned. 


Speco’s Pasting Units are operating economically and 
efficiently 24 hours a day—5 to 7 days a week—in tanneries 


all over the world. 


Speco’s specialized staff of engineers can solve any drying problem. They 

will give you a cost and time analysis of your operations with a blueprint Other Speco Equipment: 

of the complete unit which will insure more yield and a Air-Off and Wet Stock Dryer 
better product. Speco engineers have the “know- Conveyorized Toggling Units 
Progressive Toggle Dryers 
Finish Drying After Seasoning 


Spesiall Eguipnent so 


PARK RIDGE ° ILLINOIS 


Export Representatives: Wolff International, Inc., 2577 No. Teutonia Ave., Milwaukee, Wisconsin 


how”—they’re the Pioneers in Pasting. 
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MUSKEGON HIDE & FUR CO. 


333 Lyman Building—Muskegon, Michigan 
P, O. Box 245 


Teletype: Phones: 2-2448 
MUSK 564 2-7696 


HIDES & SKINS 


Member: Commodity Exchange, Inc. 


Serving the Industry for over 38 Years 
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SHOE WHOLESALERS 


(Concluded from Page 20) 


normal, and 23% below. Currently. 
those with above-normal stocks say 
the surplus amounts to 3-8%, while 
the below-normal group says_ it 
amounts to 10-15% under require- 
ments. QOver-all, it appears to rep- 
resent a healthy inventory condition 
for the shoe wholesalers 


Lost Sales 

6. The tendency throughout most 
of 1952 was to maintain below-normal 
shoe inventories. If yours were in 
this category, do you believe that it 
cost you sales? If ves, by about 
what percent? 

Yes, 43%: no, 57%. 

The “yes” group feels that the sales 
losses amounted to 3-74. One com- 
ment summed up a good deal of the 
thinking expressed by this group: 
“Call it caution or fear or what you 
will. When the sales pickup started 
we thought it was just a flash in the 
pan. We figured the recovery 
couldn’t be so deep and sound and 
follow so soon after the washout of 
“S1. We were spending so much time 
licking the old wounds we didn’t 
have the courage to move into large- 
scale buying again. So, like most 
everyone else, we lost some business.” 


Buying Policies 

7. What is the one most impor- 
tant change, if any, you plan to make 
in your own buying polictes for 
19537 

Following, in the order of fre- 
quency mentioned, is the list: 
a. Maintain or increase turnover. 
b. Anticipate further in advance. 
c. Extremely careful control of in- 

ventory. 
d. Keep closer check on retail shoe 

sales trends. 

General caution. 

Extend buying resources. 

Watch men’s shoe styles—getting 

more risky. 


Boosting Retail Sales 
&. What do you believe ts the one 
most importans factor needed to give 
retail shoe business a real sales boost 
in 19537 
The answers, in frequency of im- 
portance mentioned: 
a. Lower prices. 
b. More aggressive selling for extra 
pairage. 
New items to inspire sales. 
Lower cost of living. 
New merchandising techniques. 
Develop better store sales person- 
nel to increase sales. 
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SHOE CHAINS 


(Concluded from Page 24) 


normal, below normal, or above nor- 
mal? 

Normal, 82°; below, 10%, 
above, 8%. 

Obviously, shoe chains’ inventories 
are in good condition. This is in 
sharp contrast with last year at the 
same time, when only 61% of the 
shoe chains declared their inventories 
were normal, while a big 39°, stated 
inventories were above normal, and 
none declared below-normal inven- 
tories. In the 1953 poll, the 10‘ 
stating their stocks were above nor- 
mal said this “surplus” amounted to 
about 10-12°,, while the  below- 
normal group felt their stocks were 
off by 7-10%. Over-all, the inven- 
tory status among the chains is in 
one of the healthiest positions in sev- 
eral seasons, 


h. Fewer styles, more concentration 
on sizes. 
Buying for specific promotions. 
Closer inventory controls, 
Anticipate deliveries further ahead 
and prevent disappointments, 


Boosting Retail Sales 


&. What do you believe is the one 
most important factor needed to give 
retail shoe business a real sales boost 
in 1953? 

The answers, in order of frequency 
of appearance, as follows: 

a. Price reductions. 
b. National shoe promotion cam- 
paign by the industry. 


Put fresh front on all services and 
merchandising. 


More cooperative 
with manufacturers. 


promotions 


Improve sales personnel to cash 
in on sales opportunities. 


Fresh styles. 
Better deliveries. 
Improve services. 
Increase gross markup slightly 
and use the “extra” for advertis- 
ing. 
More effective advertising tech- 
niques, 

END 





Beautifully grained Lizard skins for 
Lost Sales exciting footwear and accessories — 


in the year’s newest fashion colors. 


6. The tendency throughout most 
of 1952 was to maintain below- 
normal shoe inventories. If yours 
were in this category, do you believe 
that it cost you sales? If yes, by 
about what percent? 

Yes, 41%; no, 59%. 

Two-fifths of the shoe chain group 
believed that their below-normal in- 
ventories of 1952 resulted in lost 
sales—averaging 7-12‘7. However, 
there were several in this group who 
remarked, in effect, “that under the 
uncertain conditions of at least the 
first half of 1952, and even further, 
we felt it was better to take the rap 
of lost sales than the rap of inven- 
tory losses in the event that sales did 
not come through. The below-normal 
inventories was a deliberate policy, 
not dumbness.” 


Buying Policies 
ying 


7. What is the one most impor- 
tant change, if any, you plan to 
make in your own buying policies 
for 1953? 

Following in the order of fre- 
quency mentioned, is the list of the 
more important items: 

a. Smaller but more frequent orders. 
b. Cautious but not over-cautious 
buying. 

More in-stock shoes. more fill-in 

sizes, 

Shorter range buying. 

Increased markups. 

Less dependence upon unreliable 

in-stock services. 


Increased inventories. 
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FLEMING _, 


/ JOFFE LTD. 


Calentta Lizard 


ED Iguana Lizard shoe,“ Piqué Piper” 


By Palizzio 


10 JACOB STREET, NEW YORK 38, N. Y. 


The world’s largest tanners of exotic fashion leathers. 
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DEPARTMENT STORES 


(Concluded trom Page 28) 


amounted to 4-7(, on an average. 
“Not enough to really hurt.” said sev- 
eral comments in. effect. “but that 
extra litthe margin of sales might 
have given us a better profit: picture 
and helped us to start 1953 with a 
little fresher inventory.” 


Buying Policies 
7. What is the one most important 
change, if any, you plan to make in 

your own buying policies for 19537 
Following, in order of frequency 

mentioned, is the list: 

a. Buy for needs, not on speculation 
or anticipation. 

b. Stick closer to staples 
chance of size-in orders. 
Key buying for better deliveries. 
Stronger promotional programs. 
Buy from fewer resources. 

More spot buying. 
More nationally advertised brands. 
Greater caution. 


better 


Retail Sales Boost 
8. What do you believe is the one 
most important factor needed to give 
retail shoe business a real sales boost 
in 19537 
The answers, in order of impor- 
tance mentioned, as follows: 
a. Fresher styles. 
b, Leathers with strong promotional 
features. 
Honest values. 
Better calibre sales people in shoe 
stores, 
Fresh merchandising ideas. 
Lower prices. 


MATERIALS AND SUPPLIES 


(Concluded trom Page 30) 


by this group. As remarked by some, 
dire conditions and consequent com- 
petitive forces a year ago drove profits 
Prospects for 
considered 


deep underground. 
fair profits are now 


brighter. 


Shortages 

5. Do you foresee any shortages 
of basic or raw materials that will 
affect your production or prices in 
195.37 

Yes, 2%; 

The problem of shortages is prac- 
tically absent among this group. All 
basic materials are seen in good sup- 
ply, with the exception of a few 
metals essential to output of war 
weapons. But even those are not ex- 
pected to hamper production or prices 
of items, such as machinery, utilizing 
them, 


no, 98';. 


Sales Promotion 

6. In your own company’s sales 
promotion plans for 1953, what is 
the one outstanding step scheduled 
for your program? 

Following. in the frequency of their 
mention, is a list of the more impor- 
tant plans: 

a. Increase advertising. 

b. Develop and introduce new prod- 
ucts, 
Increase service. 
More personal contacts. 

Expand sales force. 

Expand and diversify lines. 
Expand territory. 


CUTTING, PERFORATING, 
MARKING DIES 


ciate 
ERA DIE Co.* 
d * 


Lion, Pa 


ST. 
Phone: 


MANUFACTURERS 
Cutting, Perforating, Marking Dies. 
Also Machine Knives. 


DISTRIBUTORS 
Fales Clicking Machines and Seelye 
Beam Die Presses. 


ALSO 
Knox celebrated Ribbon Type Stitch 
Marking Machines. 


Write, Wire or Phone 
INDEPENDENT DIE & SUPPLY CO. 


LaSalle near Jefferson 


LOUIS 4, MISSOURI 
GRand 2143 


LEATHER and SHOES 


HIDES AND SKINS 
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and that the levelling process will be- 
gin in 1953. 


Profits 


5. For the year ahead, do you 
foresee your net profits as higher, 
lower or about the same as 1952? 


Higher, 33%: lower, 55%): no 
change, 12. 

The “higher” group expects a net 
profit improvement of about 5%. 
while the “lower” group anticipates 
a drop of 8-107. However, this is 
quite a change from the forecast of 
last year, when only 4% expected 
better profits, while 79°, believed 
there would be a drop. The feeling 
of confidence and optimism is much 
stronger this year in the belief that 
profits will hold firm and reasonable. 


Combating Competition 


6. What does your company plan 
to do, specifically, to combat com- 
petition from non-leather materials 
in 1953? 

Most frequent comments were as 
follows: 

a. Hold prices to reasonable levels. 

b. Do a decent advertising job. 

c. Participate in Tanners’ Council 
leather promotion program. 

d. Work more closely with tanners 
in merchandising programs. 


Preventing Price Rises 
7. What, in your opinion, would 
be the one most effective thing that 
could be done to prevent any appre- 
ciable price rises of hides and skins 

in 1953? 

The comments, in frequency of 
appearance. are as follows: 

a. Supply and demand rules. But if 
users buy only for needs and not 
stockpile, supply will be adequate 
to hold prices. 

Dogged determination not to out- 
price ourselves. 

It's the tanners’ problem. We 
don’t want higher prices. Sane 
and sound buying by tanners can 
hold prices to sane levels. 

Shoe manufacturers should refuse 
to pay high leather prices. The 
effect works back through the 
line. 

Packers should move their hides 
to the tanning industry instead 
of to speculators. 
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BOOT AND SHOE WORKERS 


(Concluded trom Page 35) 


velopments, particularly if conditions 
warrant another wage increase. How- 
ever. at the moment. pay rates of our 
members are about the maximum per- 
mitted by the Wage Stabilization 
Board and we have no immediate 
plans for further wage increases. 

\s always. we will be seeking to 
improve worker conditions in the in- 
dustry during 1953, especially by 
emphasizing improved fringe bene- 
fits. We do not have any immediaie 
plans regarding pensions for shoe 
workers but would favor any work- 
ing program. 

Our union still numbers close to 
50.000 members over the country. 
Although we are always seeking new 
members, particularly by organizing 
non-union factories, we have about 
reached a “non-raiding” agreement 
with United Shoe Workers of Amer- 
ica, CIO. This and other types of co- 
operation between the AFL and CIO 
should benefit the shoe industry im- 
mensely in coming years. 

Although there are no immediate 
plans for a merger of two unions. 
we have come a long way in 1952 
and expect to better our relations fur- 
ther in 1953. This new relationship 
will extend to contract negotiations 
in certain areas, more uniform wage 
rates, and closer cooperation in work- 
ing out problems that beset the in- 
dustry. 

We do not believe that wage and 
price controls are needed any longer. 
This does not mean that we will de- 
mand wage increases the minute wage 
controls are suspended. This is some- 
thing that must be determined by 
market conditions rather than just 
the desire for higher wages. 

Our union, along with the others. 
still faces the problem of holding 
skilled workers in the shoe industry 
while attracting new workers for 
training. Wage rates in the shoe in- 
dustry are still below the larger “de- 
fense” industries and many workers 
have been attracted to the latter in- 
dustries. Somehow or other, we must 
find a way to assure the industry 
of the skilled workers it needs. 

Another big reason for this dif- 
ficulty is the seasonal lay-offs which 
occur during slack periods. We are 
very much interested in trying to 
work out with manufacturers some 
means of providing more regular em- 
ployment for shoe workers over the 
entire 12 months. This alone would 
do much to keep workers in the in- 
dustry. 


END 
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THE BROTHERHOOD 
Continued trom Page 35 
it has been able to fill factory require- 
ments. 

The « Xisting contract in the area 
between the Brotherhood and the 
Associated Shoe Industries of South- 
eastern Massachusetts (representing 
manufacturers) expires on March 
31. 1953. Before that date. we in- 
tend to request a reopening of the 
contract so that we may obtain a wage 
increase and additional fringe bene- 
fits. Currently. our contract calls for 
four paid holidays and two weeks 
paid vacations. 

The Brotherhood, which is an in- 
dependent union, has a contract in 
21 factories employing approximateiy 


THE GEORGE 0. JENK 


BRIOGEWATER MASSACHUSE 


LEATHER and SHOES 


6.000 union employes. 

The BSAC has not given a great 
deal of study to Government wage 
and price controls. Whether or not 
complete elimination of these controls 
would have any effect upon the Brock- 
ton shoe industry is problematical. 
We do feel that some increases on 
the cost of shoes are in line. 


The Brotherhood to date has not 
considered any 
pension plan. We are in favor of one 
whenever possible but do not feel the 
time is ripe as yet. Naturally, we 
believe the idea of providing more 
security for the shoe worker in his 
old age is a good one. Certainly, 
it would help to keep many workers, 
otherwise lost. in the industry. 


seriously concrete 











Employment in Brockton shoe fac- 
tories over the last few months of 
1952 has been at exceptionally high 
levels. We look for continued good 
business through the spring 1953 
months at least to employment at a 
fairly high level. 

One of the more serious problems 
the industry 
how to find and keep more workers. 
Many workers, both young and old, 
are seeking employment in steadier, 
more highly paid industries outside 
of Brockton. A good example is the 
shipyards at Quincy and Charlestown 
which have drawn many former 
Thus, our 


faces here centers on 


Brockton shoe workers. 


problem is to obtain higher pay, bet- 
ter working conditions for shoe work- 
ers, keep them in the shoe industry. 


END 





UNITED SHOE WORKERS 
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the only area where we have not yet 
reached an agreement for 1953. Our 
membership is asking for an increase 
here and is determined to get one. 
After it does, we are certain that 
management-labor relations in Mas- 
sachusetts will be much improved. 
Our late president, Philip Murray, 





QUALITY 


SINCE 1861 .. . before the coming of 
quantity production, Blanchard Bro. and 
Lane have been producing QUALITY 
leathers. 


Moving forward with progress, they 
have never sacrificed QUALITY for 
quantity 
QUALITY when you use 


blanchard BRO. 


in an age of 


QUANTITY 
PRODUCTION 


. . You can be sure of 


... BUFFALO BRAND 


ALL-FIBER INNERSOLES 
(Bark and Chrome) 


FINISHED LINING SPLITS 
WORK SHOE SPLITS 


in his prepared address scheduled to 
be delivered at the National CIO 
convention shortly before his death, 
stated unequivocally that he favored 
removal of all Government wage and 
price controls. United Shoe Workers 
has always backed National CIO pol- 
icies and feels that removal of these 
controls would best serve the nation’s 
interest at this time. If the National 
CIO adopts removal of controls as a 
resolution, we shall support it. 

We have been asked what our 
policy on fringe benefits will be dur- 
ing 1953. Naturally, we are always 
seeking to better the working condi- 
tions and security of our members. 
Shoe workers are still well behind 
many other major industries in this 
respect. Thus, we will continue to 
seek additional benefits, including 
medical, insurance and holidays. 

We are also on record as favoring 
a pension plan for all shoe workers. 
We believe we have a good one but 
are always willing to talk this over 
with individual manufacturers. One 
of our foremost aims is to obtain a 
universal pension plan throughout 
the shoe industry in the very near 
future. 

One of the high points of the past 
year was close cooperation between 
United Shoe Workers and the Boot 
and Shoe Workers Union, AFL. Sev- 
eral constructive meetings between 
representatives of both unions were 
held in 1952. Representatives were 
both top national officers and local 
officers of both unions. 

This plan of cooperation proved 
very successful in recent contract 
negotiations between both unions 
and International Shoe Co. and 
Brown Shoe Co. in St. Louis.. Al- 
though contracts were negotiated 
separately, each union kept the other 
fully advised of any progress made. 

Other benefits of these meetings 
included plans for an agreement to 
abstain from “raiding” each other's 
membership as well as contending 
with each other on a_ bargaining 
agent ballot at any one company. 
Further meetings will be held on 
these matters during 1953 and we 
expect to work out a definite policy 
that will benefit both unions as well 
as the entire shoe industry. 

There has been a good deal of talk 
about a possible merger between our 
two unions. This is still in the em- 
bryonic stage although a distinct pos- 


Quality Tanners Since 1861 
408 Frelinghuysen Ave. Newark, N. J. 


WHITMAN INNERSOLE CO., Whitman, Mass. 
DON E. JONES, Milwaukee 11, Wis. STAN LEVINGS, Chicago, lil. 
RUDI WEIMANN, 117 N. Robertson Bivd., Los Angeles, Calif. 
THE JOHN HARVEY LEATHER CO., 327 Arch Street, Philadelphia, Pa. 


sibility in the future. We proved in 
1952 that we can work together for 
our mutual benefits and we look for- 
ward to an ever closer relationship 
in coming years, 

Yes, 1953 should be a good year. 
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WASHINGTON OUTLOOK 
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less an unexpected wave of inflation, 
or all-out war breaks, there is a 
certainty that Congress won't renew 
the program. An exception may be 
made for price controls for direct 
defense items. 


One key to what’s ahead for the 
industry lies with the military. While 
official estimates are withheld from 
the industry, insiders frankly esti- 
mate that the military will buy about 
the same number of pairs of shoes 
as last year—10 million pairs. 


A buying program of this size. it 
is explained, would just about keep 
up with military demand. In rough 
figures, it is explained, there are 
three and a half million men in the 
military Each man_ uses 
about two pairs of shoes a year, and 
a third pair is worn home after dis- 
charge, gets lost or otherwise dis- 


services. 


appears. 

A total of $65 million in business 
for the shoe industry is represented 
by a buying of this size. Many figure 
the average price of a pair of shoes 
for the military at $6.50, although 
the prices vary from $5 to $8 a pair. 
For special types, further, the range 
is wider. 

The Federal Trade Commission, 
often a critic of business, and of 
leather and footwear, is due for a 
shift in attitude. James M. Mead, a 
Democrat and former Senator from 
New York, is to step down as chair- 
man, to be succeeded, probably, by 
Lowell Mason, a Republican. And 
John Carson, a man of utmost char- 
acter and courage, who is often out 
of step with private business philos- 
ophy, won't be reappointed to the 
commission now that his term is ex- 
piring. 

On the labor front, the outlook is 
for keeping the bulk of legislation 
of the past 20 years, but administer- 
ing it impartially. A system of laws, 
in fact, rather than political strength, 
may decide issues. This is in contrast 
to a host of decisions, recent ex- 
amples of which are on steel and coal 
workers wages. 

\ program of service to the leather 
and shoe industry, and promotion of 
business, may be the chief task of 
the leather division, as it was before 
the defense controls period. 

Along these lines. Julius G. Schnit- 
zer, head of the leather division. told 
LEATHER AND SHOEs he sees another 
year of 500 million pairs of shoes 
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next year. More exactly, he forecasts 
that shoe production for the two 
years, 1952 and 1953, will come to 
a total of one billion pairs. 

As Schnitzer sees it: 

“Production of shoes for the last 
quarter of 1952 probably will reach 
a high for the season when measured 
against the past few years. This is 
due primarily to the fact that the 
trade is borrowing from next year’s 
production. 


“At present, indications are that 
production for 1953 should be the 
same number of pairs lower than 
500 million pairs. In other words, a 


total production of one billion pairs 
for the two years. 

“Because of an early Easter in 
1953, if shoe prices hold the line, we 
should see the best seasonal buying 
during the period as in any of the 
past three years. Retail sales will be 
at least equal to those in 1952, and 
maybe higher.” 


The Department of the Army, the 
biggest of the military buyers, re- 
ports expenditures of about $59 mil- 
lion for shoes, including rubber foot- 
wear, and mostly 
gloves. The figures are for fiscal year 
1952, ending last July 1. 


leather goods, 
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REVIEW OF 1952 
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(1) Retailers finally realized they 
had for too long been operating with 
low and inadequate inventories in 
the face of current and anticipated 
business. 

(2) The fear of late deliveries. As 
a result, buying moved up by four 
to eight weeks. Goods that would 
ordinarily be bought in December or 
January were ordered in October and 
November. 

(3) Rumor or actual report of im- 
pending price rises amounting to 
three to five percent. Retailers wanted 
to get in under the wire. While there 
were some minor price increases at 
the National Shoe Fair. prices as a 
whole held the line—though the line 
was beginning to show the strain a 
bit. 

(4) Anticipation of 
perhaps one of the 


excellent 
spring business 
best in many years. 

(5) A feeling of “stability’—that 
there were no erratic fluctuations in 
view, and hence retailers could plan 
and buy ahead with conviction, which 
they did. 

The same situation prevailed at the 
Popular Price Shoe Show a month 


later. Buying was also active there. 
However. here the price boosts were 
much more in evidence, particularly 
in men’s shoes or other types of foot- 
wear where appreciable leather foot- 
age was needed. Price rises amounted 
to about five percent. 

Here is where confusion and tur- 
moil set in. All through the year the 
shoe and leather industry had been 
repeatedly informed about the heavy 
cattle slaughters scheduled. Actually. 
slaughter rates were running well 
ahead of 1951. We had started the 
year with the very high level of cattle 
population amounting to 88,000,000. 
And despite heavy slaughters we fin- 
ished the year with an even higher 
population. 

Thus. with this seemingly ample 
backlog of raw material it was dif_i- 
cult to see how demand—even the 
appreciably stepped-up demand 
could force up hide prices. In July, 
light native cows were selling at 17- 
171 cents. By year’s end the price 
had moved up to 20-21 cents. Packer 
calfskins had moved from a price of 
35-42 cents in July to 53 cents at 
years end. Obviously. leather prices 
rose correspondingly. 

The industry had still fresh in its 
mind the skyrocketing of hide prices 


during the 1950-51 — scare-buying 
period, when in January of 1951. 
light native cows hit a peak of 41 
cents. Even when controls were im- 
posed shortly thereafter, the pegged 
price was still high at 3615 cents. 
And after the nine months of slump 
that began in April, 1951, hides were 
still 261% cents in December. 

Thus, despite the creeping rise in 
hide prices—from 17 cents to 20-21 
cents at year’s end, it was still a far 
cry from anything resembling run- 
away. 

As the year ended. the entire in- 
dustry was pumping at full capacity. 
Most producers were booked into 
February. There was some talk of 
over-production, of borrowing on 
next year’s output. But most indus- 
try spokesmen felt that though there 
would be a little letdown, such as per- 
haps in March or April, the pickup 
would be swift and solid. The fact 
that some of these sources were see- 
ing 1953 as a year producing close to 
500,000,000 pairs, was no indication 
of serious over-production in 1952. 
Nowhere, at year’s end. was there any 
glut of inventories: nor had the buy- 
ing for the spring season been in 


over-fat_ proportions. 





STANDARD BRANDS 
___ CLARIFIED 


LIQUID 
“SM” 
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- ORDINARY 





MYRABOLAMS 
DIVI DIVI 
TARA 


405 LEXINGTON AVE. 





PLANTS: NEWARK, N. J.— PEABODY, MASS. 





WATTLE BARK and SOLID WATTLE EXTRACT 





Also other Tanning Extracts and Raw Tanning 
Materials from all parts of the world 


POWDERED 
MANGROVE and VALONEA 
EXTRACT 


—IMPORTED BY— 


THE 


CORPORATION 
CHRYSLER BUILDING 


MANGROVE BARK 


VALONEA 
SUMAC 


RIVER PLATE 


NEW YORK 17, N. Y. 
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Wanted and For Sale 





Tannery For Sale 
DEATH OF OWNER requires sale of fully 
equipped small tannery in Newark, N. J. Priced 
for immediate sale 
Call or write—Nathan D. Bergman, C.P.A 
790 Broad St., Newark, N. J. Phone Mitchell 
2-1581 


Cash Buyers of All Grades of 
Animal Hair 


Horse and Cattle Tails 
Horse and Cattle Tail Hair 
Mane Hair — Hog Hair 
KAISER-REISMANN CORP 
230 Java St., Brooklyn 22, N. Y¥ 
Telephone: EVergreen 9-1032-3 


SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 
E-4 19 Pingry Place, Elizabeth 3, N. J 
ELizabeth 3-7336 


Contract Tanning Wanted 


SUEDE for glove and garment, also deerskin 
and goat grain from raw or pickle 

Post Office Box 59, 
Johnstown, N. Y 


Tannery Wanted 


SMALL TANNERY WANTED in the Middle 
West, South, or Southwestern states. Send full 
description of location and equipment, also 
price 

Address M-10 

c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill 


Hides, Skins, Splits & Goat Hair 
From India — Regularly 


48,000 Goat Skins 5,000 Buffalo Hides 
30 Tons Goat Hair 


AARON DORFMAN 
808 Bailey Building, Phila. 7 
Tel. Kingsley 6-0736 (9 to 10 A.M.) 


| 
THE only suc- | 
cessful press | 
that prepares | 
Sole Leather 
for drum Sole | 
Leather tan- 
ning, extract- 
ing and oiling. | 
Also prepares both bark and chrome 
tanned sides and whole hides for 
the skiving and splitting machine. 


Quirin Leather Press Co. 


Olean, New York 
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For Sale 


1 Glasing Jack and 1 Rolling Jack with Motor 
in good working condition 
Write Leatherkraft Corp 
17-23 Nevada St 
Newark, New Jersey 





Wanted — To Buy 


One 
12” or 24” Hathaway 
Automatic Scarfing Machine. 
Must be in good working condition. 
Address M-153, 
c/o Leather and Shoes, 
300 W. Adams sSt., Chicago 6, Il, 








For Sale 
SEASONING MACHINE with motors, brushes 
and new galvanized meta! pan 6’ x 20’ 
bolster and Reeves drive 

Address M-14 

c/o Leather and Shoes 
200 W. Adams St 
Chicago 6, Il 


. 
Blue Splits For Sale 
TRIMMED AND SORTED for weight and 
grade Large quantities. Steady supply Tell 
us what you are making and we will furnish 
a suitable selection 
Address M-15 
o Leather and Shoes 
300 W. Adams St 
Chicago 6, Iil 





Help Wanted 





Experienced Foreman 


WANTED Young, experienced foreman to 
direct a department producing Sheep, Goat- 
skins and miscellaneous fancy leathers. Write 
or call 
Edgar S. Kiefer Tanning 
240 Front Ave., 8.W 
Grand Rapids, Mi 
Phone 90711 


acoooCANname 


SINCE 1/90! 


5-GALLON 
SQUARE CAN 


ORUM-TYPE 


CAN + a 
STERN CAN COMPANY, INC. 


71 LOCUST STREET, BOSTON 25, MASS 
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Situations Wanted 





Buffer 
EXPERIENCED hand-st 


Address M-11 
o Leather and Shoes 
100 W Adams St 


( go 6, I 


Leather Cut Sole Salesman 
Leather cut » salesman, presently employed 

ling on m and women's shoe manvfac 
irers in Ne jesires position wit! 
rubber soling company gest of referen 
Write Box Z-2, c o Leather and Shoes, 10 Higt 
St Boston 10, Mass 


Shoe Salesman 


Single, versatile young man familiar with 
manufacture of Women’s California Process 
Sport and Ballerina Shoes in the popular price 

nge, seeks to represent reputable shoe man 
ufacturer in metropolitan New York. Also will 
ing to travel in New England States and New 
Jersey 

If interested, a highly successful export de 
partment could be initiated Highest refer 
ences Available immediately 

Write Box Z-1. c/o Leather and Shoes, 20 
Vesey St., New York 7, N. Y 





SHOE CEMENTERS 


Practical for 

SOCK LININGS — VAMPS — 

BOX TOES — INNERSOLES — 
LININGS — HEEL PADS 


~~ eve | FREE 

WIDE TRIAL 

Speedy! Versatile! Efficient! Schae 
fer Cementers completely and uni 
formly latex die-cut pieces of leather, 
cloth, faille, leatherette, fibre and 
paper. Convenient. Patented. Quick 
disassembly for cleaning. 


SCHAEFER MACHINE CO. 


57 Carbon St., Bridgeport, Conn. 
New York City—LE-2-2010 
PHONES: Bostun—ARlington 5-8096 
Bridgeport 68-2250 
Agents in principal cities 











SPECIAL MACHINERY FOR 
WELTING ¢o' 
RANDS O%~D 
HEELS yee 


THOMAS BOSTOCK & SONS 
BROCKTON, MASS. 
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Thompson Shoe Products, Inc. 4 
Tiedemann Lea. Co. 87 
Trask, Arthur C., Co. 66 


U 
United Shoe Machy. Co. 
Vv 
Verza Tanning Co. 79 
Vulcan Corp. 25 
Ww 
Weber & Smith, Inc 
Weil, Edmond, Inc. 
Windram Mfg. Co. 
Wolf, Jacques, & Co. 


29, 37 and 38 


Young, J. S., Co., The 


December 27, 





COLOR NO. 


oe 
aa 


"200 
= : 
**eeeee 





A combination that clicks; the 
distinctive tannage of Ruep- 
ing’s KANKAKEE — and the 
careful shoemaking display- 
ed in Senior “Jumping Jacks” 
by Vaisey-Bristol. 


Write today for samples of a 

this finely grained elk-type Bs gee | semion | ii 
leather. Ask for Kankakee— SOMES 
in the newest spring shades. : ; Rays 


STYLE NO. 211 


VAISEY-BRISTOL SHOE CO., INC, 
ROCHESTER 3, NEW YORK 


R.UEPIEIN G 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 

















BUSINESS CHARACTER 


Rice Leaders 
of he World 
Association 


Represents High Standing in 
NAME -PRODUCT- POLICY 
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THOMAS TAYLOR & SONS 
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Water repellent... freeze-proof . . . slip-proof 


. stretch and shrink-proof... very long life... 
available in colors. A tough, long-wearing, non-slip 
knotting fabric lace with many uses such as, for 

moccasins, outdoor slippers. playshoes .. . for 
footballs, basketballs. and baseball glove web 
... for use in athletic equipment. Used exten- 

sively on Byrd Antarctic Expeditions IT and 


lif sled 


samples and prices, write 


for snowshoes and lacing. For 


THOMAS TAYLOR & SONS 


HUDSON, MASS. 





